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The Bumper that Stands the Strain 


Sliding barn door hangers always give the best results when a good 
Bumper is used on the barn. 


Barn owners have found that Wood Bumpers won't stand the 
strain, Steel Bumpers will. We make the National of Steel. We 
construct it so that it holds the door close against the building. 
We make it with a hinged joint, which provides a convenient 
method of inserting the first lag screw. 


The size of the National is 114 x 5/32-inch steel. It attaches to 
the building 3 inches above the center of the door with two 
2x 7/16-inch lag screws. | 


Packed two in a box, with lag screws. Weight, per dozen, 20 lbs. 


Next time you sell National Barn Door Hangers—just show this 
Bumper and see how easily this combination sells. 


Send for the National Catalog, look over the big line of Builders’ 
Hardware, use the handy Order Blank and buy direct. 


National Mfg. Co. 


Sterling, III. 
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Banquet of Indiana Association at Claypool Hotel, Indianapolis 





Four Associations at Annual Conventions 


Opportunities for 1920 in trucks, tractors and accessories voiced 
at all meetings—Winchester plans discussed— 
Officers elected for coming year. 
By Roy F. SOULE 


HE Hoosier hardware men met in Indianapolis Trees then pinned down a paint prospect. It was 

the week of Jan. 27. More money, more mem- some demonstration. Pete was the farmer and George 

bers, more buying, more business was in the air. the paint salesman. The fact that this pair had vis- 

The big show started on Tuesday, Jan. 27, when ited together about 3000 farmers on the paint mission 

the exhibition was officially opened. At two in the’ certainly had prepared them for the demonstration. 

afternoon Charles Lanis De Bone of Dallas, Texas, George dodged the price per gallon, and Pete per- : 

spoke on “The Spoils of War.” In reviewing the _ sistently tried to pry it out. The building under dis- 

progress of mankind he said that it used to be true’ cussion was 30 ft. x 40 ft. x 20 ft. The lump price 

that the penny was considered more religious than the was $52. Pete finally got the price per gallon and at 

dollar because it went to church more frequently, but $5.50 quotation threw a fit that would have done credit 
that people had learned that the Kingdom of God could to any farmer in the State. 


not be financed on the penny basis. He promptly referred to Sears, Roebuck Seroco 
He referred to a lot of newly created laws as sour paint, said he could buy it for $2.50 a gallon. 
apple legislation, and said that we were living in an Trees agreed. He is a master agreer. Then he dug 


atmosphere af jazz civilization. He referred specifi- up a can of the catalog paint and a can of his own. 
cally to the 12,000 laws created within the past 15 He weighed them. The gallon of mail order paint 


years to control the railroads. weighed 15 lbs.; the dealer’s paint weighed 1814 lbs. 

In closing he said, “The day a financial panic Then George explaind that the Government has a 
strikes this country you will know the true meaning good reputation for buying goods of quality because 
of Bolshevism.” such merchandise is the most economical. The Gov- 


He urged the merchant to bring every influence and ernment paint specifications are prepared by experts 
ability to bear on the problems of their communities. who understand just what ingredients are required to 
R. A. Peterson, editor of the Bulletin, and George H. make a serviceable paint. 
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Charles E. Hall, D. Wray DePre and Albert DePre 


The Government paint formula requires 45 per cent 
basic lead sulphate and lead carbonate, the dealer’s 
paint had 54 per cent, while Sears’ Seroco contained 
but 36.6 per cent. The catalog house paint contains 
8.1 per cent less lead than the minimum the Govern- 
ment will accept. 

Then the Government requires 35 per cent oxide 
of zinc. That’s the stuff that sort of glues or cements 
the oil and lead together. Well the dealer’s paint has 
37 per cent zinc, or 2 per cent more than the Govern- 
ment requirements. The Sears paint contains 12.2 
per cent or 22.8 per cent less than the Government 
formula. 

Exposes Mail Order Paint 
NCLE SAM draws the line on calcium carbonate. 
The Government knows that calcium corbonate is 


just common whiting, and has no paint value. The 
dealer’s paint contained none, but the Sears Roebuck 





Hardware Age 


paint contained 34.2 per cent. Some show up. Then 
George opened the cans and demonstrated the spread- 
ing power. Say, he made that Chicago paint look like 
a can of putty and water. He showed it up for what 
it was. 

The dealer’s paint was shown to contain in solids 
91 per cent lead and zinc. The Seroco paint con- 
tained 48.8 per cent. 

The farmer could borrow $100 a year at 6 per cent. 
That shifted the talk to $6. What was a lousy little 
$6 anyway? Why, it meant but 50 cents a month for 
a beautifully painted building. It meant less than 2 
cents less than a postage stamp a day. 

And that building would deteriorate more during 
the added year of neglect. Then when you finally got 
to it the wood would absorb more zine and oil. Fora 
matter of a measley $6 it couldn’t be put off, and 
farmer Pete capitulated by the statement, “Well, my 
wife generally picks out the colors.” 

Secretary Herbert P. Sheets of the National deliv- 
ered a masterful address on the conduct of the hard- 
ware business, and J. M. Campbell, president of the 
National body, made a brass tacks talk on intensive 
merchandising. 

On Thursday evening the Association held its first 
banquet. It was a marked success. After a delight- 
ful repast and a cabaret performance Roy F. Soule, 
Editor of HARDWARE AGE, spoke on the “Slacker.” The 
speaker’s address had to do with the imperative duties 
of citizenship. 

_In the closing meeting on Friday A. G. Broadie, of 
Williamsport, was elected president and D. Wray De- 
Prez, of Shelbyville, was made first vice-president of 
the association. 

The affairs of the Indiana Retail Hardware Asso- 
ciation are in good hands. May its years of useful- 
ness be many. 

Indianapolis needs an auditorium or exhibit hall 
more than any great city in America. With proper 
exhibit space in a properly constructed building the 
number of exhibitors at the Indiana hardware show 
could be easily doubled. 


Kentuckians Optimistic on Outlook 


ENTUCKY has long been 
famous for its blue grass, 
its mountains, its fast 


horses and beautiful women. It 
should be equally famous for the 
live aggregation of hardware and 
implement dealers that Jack Stone 
called together for the twentieth 
annual convention and exhibit, Jan. 
27, 28, 29, 30, in the big Armory 
Building at Louisville. They hoid 
real conventions in Kentucky, and 
the joint meeting of hardware and 
implement men brought out many 
good things for both. Every ses- 
sion was replete with interest, and 
the exhibit was one of the best 
ever held in the Southern conven- 
tion city. There is but one regret 
to be expressed. President C. T. 
Troutman, of Shepardville, was de- 
tained at home on account of ill- 





B. G. Shanklin 


ness and his absence was keenly felt by all. However 
the chair was every ably filled by First Vice-President 
A. T. Byron, of Owingsville. 

As usual, the opening day was largely given over to 
the registration of members, payment of dues, dis- 
tribution of badges, roll calls of special committees 
and a general get-acquainted meeting. No business 
sessions were held that day. 


Meeker Talks on Conditions 


HE convention opened promptly at 10 a. m. 

Wednesday morning, and one of the first speakers 
was Mr. Meeker of the American Steel & Wire Co., 
who spoke on general conditions in the iron and steel 
industry. Mr. Meeker outlined briefly the situation 
during the war, with the consequent curtailment of 
retail stocks and the heavy demand for steel and iron 
products. He also told of the unrest which has pre- 
vailed for some time among the laboring classes, cul- 
minating in the recent steel strike. He divided the 
producing part of industry into three classes, the em- 
ployers, the laborers and the labor officials. ‘Those 
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who are conducting the unions,” he said, “are in the 
middle and their job is to get in between the other 
two and cause dissatisfaction, because when things go 
smoothly there is little need for their services, which 
are paid for from the union dues.” He declared that 
the majority of the steel workers were not union 
members when the strike was called. During the 
strike period, much skilled labor, he said, had been di- 
verted to other fields, and that had curtailed produc- 
tion when the strike was declared off. Then came the 
coal strike, still further impeding production. While 
these troubles have mainly disappeared, yet produc- 
tion is still only about 80 per cent of normal. He 
further said that production of wire and nails is rap- 
idly approaching normal, and that it will not be long 
until the reasonable demands of the country will be 
taken care of. Mr. Meeker referred to the policy of 
the Steel Corporation to hold prices down to a reason- 
able and staple basis, and said that dealers could 
safely depend on present price levels in the wire in- 
dustry, although reductions are hardly to be expected. 
He advised the anticipation of reasonable require- 
ments, without speculation. 


Campbell Boosts Retail Efficiency 


ANOtsEE exceedingly fine address delivered at the 


same session was that of J. M. Campbell, presi- 
dent of the National Retail Hardware Association, 
under the title, “The Other Blade of Grass.” Presi- 
dent Campbell advocated greater efficiency in the 
retail stores, and suggested a bonus system for em- 
ployees and the introduction of the budget system into 
the retail business. He strongly advised the dealers 
to maintain and use up-to-date mailing lists, citing 
the fact that the large mail order houses send their 
lists to local postmasters monthly for revision. Mr. 
Campbell is pronounced in his views on the value of 
good window advertising, and believes that all articles 
displayed should carry price cards. In a recent ex- 
periment he trimmed two windows in an equally at- 
tractive manner, pricing the merchandise in one dsi- 
play only. It was found that 70 per cent of the com- 
ment of customers was on the window carrying the 
price tags. He also called attention to the value of 
seasonable trims. When winter comes, he said, put 


G. F. Sheeley, N. R. Stoner and A. G. Cook 















Jess McCoy, T. L. McCarthy and W. L. Hubbard 


away your summer merchandise and forget it until 
summer comes again. 

The Wednesday afternoon session was in the nature 
of a joint meeting of dealers and manufacturers of 
implements, and was conducted by President T. J. 
Turley of the National Federation of Implement Deal- 
ers. The first speaker was Mr. Wm. Black of the B. F. 
Avery & Sons Company, representing the manufac- 
turers. Mr. Black contends that dealers will soon sell 
power machinery as easily as they now do farm im- 
plements. “The dealer who handles tractors,” he 
said, “as they should be handled, will be thoroughly 
satisfied with the results.” He declared that dealers 
are sometimes a little hasty in condeming machines, 
salesmen or manufacturing policies, and expressed 
the conviction that the Association can be of great 
value in educating the individual dealer to handle the 
smaller service jobs, thus increasing his efficiency and 
his profits. 

Mr. Black was answered by W. H. Funk, a retail 
dealer from Bowling Green, Ky., who acknowledged 
that dealers often receive more assistance from the 
manufacturers than they are entitled to. However, he 
declared that it was a many sided question, and cited 
instances of service promised immediately that ma- 
terialized three weeks later. According to Mr. Funk 
dealers will accomplish more when they come to lean 
less heavily on the manuacturer, and sell such items 
as tractors on the same basis as that on which auto 
mobiles are handled. 

M. B. Bartholomew, a manufacturer from Peoria, 
Ill., followed with some suggestions for the proper 
handling of a retail implement business. He ad- 
vised dealers to have sufficient space to accommodate 
samples, an adequate repair department and a service 
department. They should further have a good loca- 
tion, sufficient capital to handle the business in a 
business-like manner and a good organization. He 
advocated the making of charges for all repair work 
not on the free list, saying that the repair department 
should pay a reasonable profit. Mr. Bartholomew be- 
lieves that the cost of doing business of the average 
dealer is too high, and cited an instance of a firm 
carrying tractors and power machinery exclusively, 
where the business is handled at a cost of 11 per cent 





Joe Lucas, 
Franklin, Ky., 
who has sold 110 
tractors in the 
past year, was 
the final speaker. 
He declared that 
the implement 
dealer is the logi- 
cal distributor of 
tractors, because 
he knows how to 
adjust the ma- 
chinery which fol- 
lows a_ tractor, 
even though he 
may not know how 
to adjust a car- 
buretor. Accord- 
ing to Joe, the fel- 
low who waits for 
the tractor to be 
made _ absolutely 
perfect before he 
takes on the lines 
will never be in 
the tractor game, as some other fellow will beat him 
to it. The balance of this session was devoted to the 
discussion of discounts on repairs. 


S. R. Miles and Charles B. Frame 


Live Questions Discussed Thursday 
with a 
being 


HE Thursday morning session opened 

question box discussion, the subject 
“Store Arrangement.” Mr. Edgar A. Turley han- 
dled the discussions. He brought down the 
house when he declared there should be a 
law against dirty and unkempt windows, just 
as there is a law against weedy lots or dirty alleys. 
He further advocated displaying the common types of 
merchandise, such as hammers and hatchets, the 
making of clerks responsible for the various depart- 
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ments of the store, the marking of goods in plain fig- 
ures, and the basing of compensation on the amount 
of work done rather than on the number of sales. 
Where goods are marked in characters, he said, the 
customer thinks that the dealer has more than one 
price. Merchandise catalogs, he declared, should be 
kept according to a system that would allow the dealer 
to get any catalog he wished in one minute. He 
further advised dealers to make prompt deliveries, to 
get duplicates of orders and check all invoices. Dur- 
ing this session it was brought out that several dealers 
present employ girls in their sales rooms, and that 
they were very satisfactory. Hardware is the latest 
field for women to invade. 

The balance of the session was taken up by R. A. 
Peterson, of the National Office at Argos, in a rattling 
good address on “You and Your Business.” Accord- 
ing to “Pete,” the business referred to was the asso- 
ciation, which is responsible for much of the good 
fellowship now prevailing between hardware competi- 
tors. He outlined the good work done by the secre- 
taries of the various State associations, and the simi- 
lar work handled in a National way at the National 
office. Among the services enumerated were the Price 
and Service Bureau, the National Accounting system, 
plans for store arrangement, studies of trade possibi- 
lities, advice in the handling of income tax reports and 
the exposing of sure-thing schemes detrimental to the 
trade. 

Mr. Peterson also took a rap at those manufacturers 
who sell their product to class dealers and mail order 
houses on a basis which virtually prohibits competi- 
tion by retail dealers. He declared that any manu- 
facturer who utilizes the services of the retail dealer 
should place him in a position to sell at approximately 
the prices quoted the customer through other chan- 
nels. He further declared that it is the function of 
the jobber to supply his retail customers at prices 
which will permit them to meet competition from other 
distribution methods and toward this end he should 
work, 


General view of the exhibit held in connection with the Kentucky convention at Louisville 
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Plain Pointers on the Cash Discount 

HE afternoon session was again mainly devoted to 

the discussion of dealer problems, the leading 
question being: “Do Dealers Take Advantage of the 
Cash Discount?” It was generally conceded that the 
discount is the recipient of considerable abuse. After 
the question had been discussed at some length by the 
dealers, Mr. Fitch, of the Simmons Hardware Com- 
pany, was asked to give the jobbers’ view of the situa- 
tion. His remarks were strictly to the point and were 
thoroughly appreciated. “If dealers continue to 
abuse the cash discount,” he said, “the jobbers will be 
forced to go on a cash basis eventually. When goods 
are sold to a dealer to be paid for at a certain time, 
the dealer is morally bound to meet the obligation at 
the,time specified. There is a certain credit rating 
which applies to the man who promptly meets his 
obligations.” 

There was also some discussion as to whether deal- 
ers should cover their needs for fall at this time, and 
the consensus of opinion was that they should cover 
their actual fall needs to avoid being unable to get 
merchandise later. 

Mr. L. S. Soule, HARDWARE AGE, was called upon in 
this connection to outline somewhat the market con- 
ditions. 


Convention Favors Return of Railroads to Private Ownership 


AMONG the resolutions presented by the commit- 
tee and adopted was one indorsing the proclama- 
tion of the President announcing the return of the 
railroads to private ownership on March 1, and urg- 
ing Congress to pass the necessary legislation at once. 
The association also went on record as condemning 
all un-American doctrines and favoring the deporta- 
tion of undesirable aliens who seek to overthrow the 
Government or destroy its democratic principles. The 
resolutions further indorsed the following principles 
of distribution: 

“The jobber and retailer are essential factors of 
distribution. Each performs an essential service for 
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am showing Kentucky business 


the manufacturer and the public for which he should 
be fairly compensated. It is the retailer’s function 
to supply the needs of his customers as economically 
as similar service can be had from other agencies. If 
the manufacturer utilizes the retailer’s service, he 
should place him in position to sell at approximately 
the prices quoted through other channels. As the 
middleman between manufacturer and retailer, it is 
the prime function of the jobber to supply his retailer 
customers at prices which will permit them to meet 
the competition of other distribution agencies.” 

The report of Secretary Stone was given at this ses- 
sion, showing 75 new members secured since March 
1, 1919. Other association activities were shown to 
be in the usual good order, with everything in Jack’s 
department ship-shape. 


These are the members of J. M. Stone and Sons, Sturgis, Ky. 








J. T. Byron Elected President 


HE election of officers was held Thursday after- 
noon, with the following result: President, J. T. 

Byron, Owingsville; first vice-president, J. W. Tilton, 
Carlisle; second vice-president, R. L. Jackson, Dixon. 
New members of the executive committee, Joe Lucas, 
Franklin, and Fred Wallace, Central City. 

It was voted to raise the dues of the members to 
$7.50. 

It was further decided to give the executive com- 
mittee power to act in an effort to get the national 
convention in Louisville in 1921. 
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It was announced that M. Brown, Maysville, was the 
winner of the State seal, donated by the Simmons 
Hardware Company. 

This closed the active sessions, although the execu- 
tive board met on Friday to lay plans for the coming 
year, and the exhibit remained open until Friday 
night. Two hundred and fifty Kentucky dealers were 
in attendance at the convention, and every one re- 
turned home feeling that he had been a part of the 
best hardware meeting ever staged in the Blue Grass 
State. Kentucky can always be relied upon for enthu- 
siasm. 


Texas Increasing Membership 


By DAN SCOATES 


HE twenty-second annual convention of the Texas 

Hardware and Implement Association, held in 
Dallas on Jan. 20, 21 and 22, had the largest attend- 
ance and the best program in the history of the asso- 
ciation. The class of speakers and interest shown 
were of the best. The question box was alive fram the 
minute it was opened until it was closed and all the 
time real questions were discussed. 

The meeting opened with “America,” then the in- 
vocation and the addresses of welcome. To be exact, 
there were three addresses, Mayor of Dallas; Max- 
well, secretary of Chamber of Commerce, and W. T. 
Davis, president Dallas Implement Hardware, Sad- 
dlery and Tractor Club. These were followed by re- 
sponses from Jos. Netzer and O. E. Schow. 

President W. A. Clampitt in his annual address 
asked the association to do three things. First, raise 
the dues from $5.00 to $10.00; second, to divide the 
State into districts, have a director on the board from 
each of these districts and hold group meetings in 
each district; third, to employ a field man. 

The recommendations were referred to the resolu- 
tions committee, with the question of raise of dues as 
special order of business the next morning. The 


J. J, Fischer, Newport, Ky., Nat. Pres. J. M. Campbell and 
Gus Albrecht, Jr., Louisville, Ky 


result of it all was that each of these recommenda- 
tions was carried out. The convention, without a 
dissenting vote, put the dues to $10.00. The group 
meeting proposition was very enthusiastically re- 
ceived and the dealers’ greatest concern seemed to be 
that they could not get it going quick enough. 

Secretary Cox’s report showed that the association 
had 847 members, about 300 of these coming in this 
year. The treasury was out of debt and it looked like 
there were rosy days ahead for the association. 

More interest, perhaps, was shown in the question 
box than any item on the program. It was handled by 
F. L. Maxey, Dallas; H. A. Peterson, National Retail 
Hardware Association, and D. Scoates, A. & M. Col- 
lege of Texas. 

Questions dealing with profit sharing, cost of doing 
business, mail order competition, labor, per cent profit 
on fence and nails, etc. The dealers seemed to be 
keen to find out something about the profit-sharing 
scheme. Several dealers were giving a per cent on 
gross sales and one in addition to this was split- 
ting profits at the end of the year with everyone, in- 
cluding the porter. 

Another feature of the meeting was the ‘“‘get-to- 
gether idea” between the jobber and the dealer. One 


_morning and part of an afternoon session were devoted 


to this subject. S. T. Harrison of Memphis talked 
on what the manufacturers can do to help the dealer. 
C. B.:Marsh of the Moline Plow Company having 
charge of a conference with the sales managers in 
which the shortcomings of the dealers, jobbers and 
manufacturers were all brought out. The keynote of 
this conference was sounded by T. H. Thorpe, of Ur- 
bana, Illinois, when he said, “there should be close 
co-operation between the manufacturer, jobber and 
dealer, for what affects one affects the other.” The 
result of this conference will do much to straighten 
out the path of each. 

G. W. Simmons of St. Louis spoke on “Bolshevism 
as I Found It in Russia.” His address was very stir- 
ring. He went into detail as to how the Czar 
was done away with, how Germany got Lenine and 
Trotzky to go to Russia and their instructions. After 
explaining all this he showed how Germany was back 
of all this labor unrest in this country at present and 
called on every hardware dealer to be 100 per cent 
American and get his Americanism out of his boots up 
to where people could see it. To talk and preach 100 
per cent Americanism every day. This was the only 
solution to this problem. 
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Winchester Plan Discussed 


HE Winchester Contract came up for a discussion 

when E. A. Peden of Houston discussed the “New 
Order of Things.” Mr. Peden read a discussion of 
this contract as given out by the National Jobbers’ 
Association. The dealers were anxious to get all the 
information on this subject they could. 

A special committee was appointed to look into the 
Texas pistol legislation. This law which prevents the 
sale of pistols has been a thorn in the side of the 
dealers for some years. It is hoped that the law can 
be modified at the next Legislature. 

Mr. Phillips of Dallas spoke in place of G. A. Trum- 
bull on the “Hardware Man’s Future.” He called at- 
tention to the fact that the hardware dealer’s future 
depends largely on what service he renders the com- 
munity. In rendering this service he shouldn’t think 
too much about the almighty dollar. 

The question of advertising was discussed first by 
F. ¢ Gower of Farm and Ranch on the subject of 
“Manufacturer, Jobber and Dealer Co-operating in 
Advertising.” Mr. R. V. Holland of the same com- 
pany talked on “Backing Up Advertising With Organ- 
ized Sales Force.” His idea was to first know your 
territory and your goods before trying to sell them. 

Nathan Adams, a Dallas banker, spoke on the 1920 
cotton crop. He called attention to the need of proper 
facilities for storing cotton. The large loss due to 
allowing cotton to stay out in the weather was cited 
and the difficulties of financing the cotton crops in 
that condition. 

The resolutions committee brought in resolutions 
calling for 100 per cent Americanism, district meet- 
ings, backing up the National Hardware Bulletin in 
their fight for a square deal as to prices, a special 
committee on pistol law legislation. All these were 
unanimously passed. A special resolution was pre- 
sented by J. W. Kiser of Emerson-Brantingham 
indorsing the auto track wagon and asking for the 
repeal of the four-inch wagon tire legislation. 


Pacific Northwest as 


INCE the war there has been a noticeable apathy in 

the activities of most business associations, but nothing 
can stop the impetus of the Pacific Northwest Hardware and 
Implement Association, which held its fifteenth annual con- 
vention in the Marie Antoinette ballroom at Davenport’s, 
Spokane, Wash., Jan. 20, 21, 22 and 23. There was a larger 
attendance than ever before, and the program went through 
with interest and enthusiasm. A conference was held be- 
tween representatives of tractor manufacturers and the re- 
tailers with regard to the perfecting of the machines and 
their distribution, which will result in benefit to both sides. 
F. A. Ernst of Seattle was elected president, and the 1921 
annual meeting will be held in that city. This is not only 
an honor due President Ernst, who has been a faithful and 
intelligent worker for several years, but also is advisable 
as a means of stimulating membership from the west side. 
The insurance association is in a prosperous condition, re- 
porting a 50 per cent saving to policyholders, and there was 
general satisfaction in the retention of E. E. Lucas as sec- 
retary-treasurer and A. R. Almquist as chief assistant of 
both organizations. The jobbers tendered a fine banquet 
and entertainment Thursday evening. 

The opening session was called to order at 2 o’clock Tues- 
day by President O. E. McCutchan. After the singing of 
‘America,” the audience joined in the singing of popular 
songs, led by Walter Jenkins of Portland, a song leader in 
the Army during the war. 

Chaplain W. J. Hindley pronounced the invocation and 
was followed by Mayor Fleming, who extended the dealers 
and their guests a cordial welcome to Spokane. President 


A. M. Cook, W H. Funk, Bowling Green, Ky., and Secretary 
Stone, Sturgis, Ky. 


Insurance Company Meets 

HE annual meeting of the Texas Hardware and 

Implement Mutual Fire Insurance Company was 
held with O. E. Schow of Clifton, as president. Mr. 
Glen Walker, secretary of this company, made a talk 
at the regular session telling of the advantage of 
mutual insurance and explaining this company’s 
method of doing business. He also made the state- 
ment that 40 per cent of the premium would be re- 
turned next year. 

The following new officers were elected: Will Les- 
lie Sherman, president; Oscar J. Rea, Clifton first 
vice-president; J. A. Johnson, Estelline, second vice- 
president; Sam Crowther, San Angelo, third vice-pres- 
ident, and A. M. Cox, Dallas, secretary-treasurer. 


Prosperous as Ever 


McCutchan expressed the appfeciation of the visitors for 
the hospitality being shown them. 


Criticizes Winchester Plan 


S a preface to his address, President McCutchan ex- 

plained that in touching on certain matters that might 
be considered questions of individual policy, he did so with 
the intent only of expressing his personal and individual 
thoughts, and that what he said need not and should not 
influence any action of the association as such. 

First, he reviewed the radical tendencies of the times 
and urged that business men should use their best efforts 
along constructive lines to hold down radicalism and remove 
it from the ranks of intelligent and energetic labor. The 
nation in general is in a very prosperous condition, he said, 
and the faster moving articles of hardware should be stocked 
liberally, remembering that we cannot sell the goods if we 
do not have them. 

He criticized the Winchester stores plan on the ground 
that, while it might be of advantage to the favored few, it 
would not work to the advantage of the trade as a whole. 
The stores will be known as Winchester stores, and they 
also propose to manufacture a considerable line of goods, 
and contracting dealers are bound to give such Winchester 
lines preference over all competing lines, he pointed out. 
If the project attains success it will be on account of the ad- 
vertising of the parent concern, and President McCutchan 
expressed the conviction that the best advertising is that 
obtained by the superior service that an “independent” ener- 
getic dealer may render his customers and community. 








The feature of the ses- 
sion was an able address 
by W. W. Cooley, San 
Francisco, Cal., western 
advertising representa- 
tive of the Burroughs 
Adding Machine Co., on 
the subject, ‘“Profits— 
Gross and Net.” 

C. A. Blodgett, vice- 
president of the Wash- 
ington Retail Grocers’ 
and Merchants’ Associa- 
tion, was introduced and 
briefly supplemented Mr. 
Cooley’s address, adding 
that figures recently com- 
piled showed that nine 
out of ten grocers have 
not the systems that tell 
what the income tax men 
want to know, and that 
the University of Wash- 
ington is working out a 
system that will apply 
for retailers in general, 
and will be glad to re- 
ceive suggestions from, 
and co-operate with, the 
merchants of the state. 

Under the head of short 
tales from guests and oth- 
ers, W. O. Munsell, now with the Oliver Chilled Plow Works, 
was called upon. He expressed the belief that the gréatest 
obstacle during the coming year would be to get seasonable 
goods when wanted, on account of labor shortage and man- 
ufacturing difficulties. The railroads are likely to go back to 
their owners very soon, and there are likely to be changes 
in classifications that will affect dealers. Freight rates to 
the Pacific Coast are very high, and dealers should investi- 
gate impending possibilities along these lines and take such 
action as seems wise. Freight is an element of cost just as 
much if not more than factory cost, because it is cash and 
must be paid promptly, and we should figure a profit on it 
just as much as on the manufacturer’s cost. 

Short talks were also made by W. J. Hindley, J. H. 
Abrams, formerly with the Winona Wagon Co., now in the 
jobbing tire business in Great Falls, Mont.; Osgood Mur- 
dock, representing Hardware World and Implement and 
Vehicle Record; ex-President A. L. Callow, John Raymer, 
F. A. Ernst and H. G. Jaeger, first and second vice-presi- 
dents respectively, and ex-presidents C. S. Robertson and 
John Smith. 

Secretary Lucas was also instructed to wire greetings to 
the Mountain States Hardware and Implement Association 
meeting in Denver and the Texas Hardware and Imple- 
ment Asssociation meeting in Dallas this week. 

Mr. Robertson suggested that the association should take 
up the change being advocated in trade papers of having 
manufacturers pack in tens instead of dozens, so figuring 
could be done by the decimal system. This was referred to 
a committee consisting of Messrs. Callow, Robertson and 
Steinke. . 

The secretary read telegrams of greetings and regrets 
from E. A. Whittier of the American Fair Trade League 
and Roy F. Soule, editor HARDWARE AGE, 

The convention met again at 1.45 p. m. Wednesday, and 
after the singing of “America” the chair introduced A. L. 
Jameson, president of the Oregon Retail Hardware and Im- 
plement Dealers’ Association, who responded briefly. 

The address, “The Road to Happiness,’ by Curtis M. 
Johnson of Rush City, Minn., was one of the most inspiring 
features of the entire program. Mr. Johnson was a favorite 
at the 1912 and 1915 conventions, and his “come back” 
shows him larger and stronger as a convention speaker 
than ever. 


B J. Durham, Dansville, Ky., 
and J. S Ogden, Ashland, Ky. 


Question Box Opened 


HE question box was then opened, Vice-President Ernst 

in charge. 

What kind of advertising pays best, for cities, towns and 
rural communities? Speaking rather for smaller cities and 
towns, members suggested fence advertising, local news- 
papers, letters and circulars, personal visits, satisfied cus- 
tomers. 

To an inquiry from Mr. Callow as to handling “unfair 
complaints,” Mr. Ernst and Mr. Johnson replied that it was 
their idea that the store should “make good” to the cus- 
tomer, even to the grafter, for a first time, but in case of a 


Hardware Age 


second offense he should be told he is a grafter and you 
are on the square. 

What per cent of a merchant’s income should be spent 
for advertisinc? Mr. Ernst said in different lines this ran 
from % to 3 per cent. He and Mr. Butterfield suggested 
for hardware stores 1% to 2 per cent. Mr. Callow and Mr, 
Doelle spoke favorably of store papers. 

Do local clubs benefit anyone, was another question in 
the box. The consensus of opinion was ves, in larger cities, 
but it was believed in smaller communities the general mer- 
chants’ association was more practical and that community 
clubs aiming to develop closer relations between the busi- 
— men and the townspeople and country people were even 
etter. 

How can we best handle the man who sends cash to the 
mail order house, seems proud of it, and yet expects credit 
from the local dealer, was asked. Several told instances 
where a frank discussion of the matter with the customer 
won him over. Others would ignore the act of sending 
away but insist on prompt payment on its own merits, 
Others emphasized “diplomacy” and “service.” 


Executive Session on Winchester 


HERE was an executive session Wednesday evening at 

which jobbers, manufacturers and their salesmen were 
— for the purpose of discussing the Winchester stores 
plan. 

According to the information at hand the Winchester 
people propose to open their own hardware stores in towns 
of 50,000 and over and contract with one dealer in the prin- 
cipal towns of less than 50,000 to be Winchester stores, 
featuring Winchester arms and ammunition and having ex- 
clusive sale of various other lines, such as tools, cutlery, 
skates, flashlights, fishing tackle, etc., which they propose 
to manufacture under the Winchester name. Dealers “go- 
ing in” are expected to buy stock, which aids materially in 
financing the enlarged undertaking, and also to contribute 
regularly to the Winchester advertising fund. 

The proposition was discussed freely in its various rami- 
fications and possibilities by both retailers and jobbers 
present, except that those who liked the idea, if any were 
present, were silent. The sentiment seemed unanimously 
opposed to the Winchester plan as being demoralizing to 
trade and tending to subvert the existing system of distri- 
bution, believed to be, on the whole, more efficient. 

Upon suggestion of the president, however, a motion 
along the above lines was laid upon the table. 

A special meeting was called Thursday morning as a con- 
ference between a committee representing the sales man- 
agers’ department of the National Implement and Vehicle 
Association and the association as an affiliation of the Na- 
tional Federation of Implement and Vehicle Dealers’ Asso- 
ciations, the purpose as stated by President McCutchan in 
calling the session to order at 10.45 being to consider the 

future relations between manufactur- 
ers and dealers in the distribution of 
tractors and power farming machinery 
and the probable development of this 
branch of the industry. 

The manufacturers’ representatives 
were Robert H. Lord of the John Deere 
Plow Co. and W. B. Gleeson of the 
Oregon Moline Plow Co. They stated 
they wished to introduce the subject 
from two standpoints: (1) Is dealer 
organization coming up to the expecta- 
tions of the manufacturers as a mer- 
chant distributor of farm tractors? 
and (2) Is the manufacturer extend- 
ing the proper aids to dealers in pro- 
moting tractor sales? 

A count was taken showing that 
about 65 per cent of the implement 
dealers present sell tractors. 


Should Handle Tractors 


Bg pe ponent the first question, Mr. 
Lord argued that the implement 
dealer should hold on to the tractor 
business, inasmuch as these are des- 
tined to carry with them the sale of 
other farm machines, and if the imple- 
ment dealer passes it up to the auto 
dealer or garage man he may lose in 
the end much more than the tractor 
business. He pointed out that the trac- 
tor saves human labor as well as anl- 


Joe Lucas, 
mal labor and helps the farmer speed 


Franklin, Ky. 
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up production at a time when labor is scarce and there is 
demand for extraordinary production. The opportunity of 
the implement dealer lies in giving proper instruction to 
purchasers and good tractor repair service and, like in the 
automobile business, this is a service they must charge for. 

In the discussion that followed the retailers argued that if 
a dealer goes into the business he must have a first class 
mechanic and charge for all service; that much trouble re- 
sults both from manufacturers representing that their ma- 
chines will give good performance under all conditions and 
dealers letting the farmer assume that operation is an easy 
and simple matter; that no tractor will yet do the work all 
over the territory like a horse will; that dust and dirt are 
big deterrent factors to successful operation in western 
light soil sections. 

The dealers’ view seemed to be that the implement man 
is the proper party to sell tractors when they are what 
other perfected implements are, but they can’t afford to risk 
their capital and reputation in the present state of the busi- 
ness; that it is up to the maker to put the tractor in shape 
to do the work and when the live dealer finds a tractor that 
will work in his locality he can and will handle it. At 12 
o’clock, further discussion was deferred until the afternoon 
session. 

The tractor discussion was renewed following luncheon. 
Mr. Lord “came back” with the strong assertion that not- 
withstanding the many things to be “ironed out,” the tractor 
would ultimately evolve into a real machine. The manufac- 
turer intends to do his part, and what they wanted to know 
is whether the members considered the implement dealer the 
logical man to sell power farming machinery or not. 

Motion by Mr. Smith carried that it be the sense of the 
meeting that tractors and power farming machinery should 
be handled through and by the regular implement dealer. 

Mr. Gleeson then took the floor to discuss the second ques- 
tion, “Is the manufacturer extending the proper aids to 
dealers in promoting tractor sales?” 


The 1920 Officers 
RESIDENT McCUTCHAN announced that at the new 
board meeting in the morning, officers had been elected 


as follows: 
President, F. A. Ernst, Seattle; first vice-president, H. G. 


Coming Conventions 


RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBIT at Grand Rapids, Feb. 10, 11, 12, 13, 1920. 


MICHIGAN 


Headquarters, Hotel Pantlind. Exhibit at the Furniture 
Exhibition Building. A. J. Scott, secretary, Marine City. 
Karl S. Judson, exhibit manager, 248 Morris Avenue, Grand 
Rapids. 

IowA RETAIL HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Des Moines Auditorium, Feb. 10, 11, 12, 13, 
1920. A. R. Sale, secretary, Hardware Building, Mason 
City. 

THE PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
ASSOCIATION, INC., CONVENTION AND EXHIBITION, Philadel- 
phia Commercial Museum, Feb. 10, 11, 12, 13, 1920. Hotel 
headquarters, Bellevue-Stratford. Sharon E. Jones, secre- 
tary, 1314 Fulton Building, Pittsburgh, Pa. 

NORTH DAKOTA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Municipal Auditorium, Grand Forks, 
Feb. 11, 12, 18, 1920. C. N. Barnes, secretary, Grand Forks. 

ILLINOIS RETAIL HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Hotel Sherman, Chicago, Feb. 17, 18, 19, 1920. 
Leon D. Nish, secretary, Elgin. 

MIssourR!I RETAIL HARDWARE ASSOCIATION CONVENTION, St. 
Joseph Auditorium, St. Joseph, Feb. 17, 18, 19, 1920. F. X. 
Becherer, secretary, 5136 North Broadway, St. Louis. 

New YorK STATE RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Syracuse, Feb. 17, 18, 19, 20, 1920. 
Headquarters, Onondaga Hotel. Exhibition, State Armory, 
Jefferson Street. John B. Foley, secretary, 607 City Bank 
Building, Syracuse. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CONVENTION, 
St. Paul Auditorium, St. Paul, Minn., Feb. 17, 18, 19, 20, 
1920. H. O. Roberts, 1030 Metropolitan Life Building, Min- 
neapolis, Minn. 

NEW ENGLAND Con- 
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Jaeger, Plummer, Idaho; second vice- 
president, Sam Cavanaugh, Auburn, 
Wash. 

The board voted to retain E. E. 
Lucas as secretary-treasurer, in con- 
junction with similar action by the fire 
insurance association. 

It was also announced that the board 
had decided to discontinue the issu- 
ance of suggested price lists and that 
members desiring such service might 
get it from such sources as seemed most 
feasible. 

The president explained that at the 
Seattle meeting last May a motion was 
adopted requesting that the next annual 
meeting be held in Seattle. After some 
discussion and explanation, motion by 
Cassidy carried to that effect. 

The banquet on Thursday evening 
tendered the delegates and visitors by 
the jobbers of Spokane was pronounced 
the finest and most successful enter- 
tainment ever offered in the history of 
the association. The Marie Antoinette 
ballroom was crowded to the galleries. 

Roy Gill of the Holley-Mason Hard- 
ware Co. acted as toastmaster, intro- 
ducing retiring President McCutchan, 
who expressed the appreciation of the A 
members of the fine banquet and courte- 
Bies extended throughout the convention. 

Captain W. J. Hindley was the principal speaker and, 
needless to say, he spoke with his customary eloquence and 
inspiration. He suggested that good humor is one of the 
biggest assets in making life a success, and that the good 
humor of any person is contagious, making life better not 
only for himself but for his family and the community. 
We can’t overcome the dangers of the present economic 
situation by legislation or even by flag waving. It can only 
be done by each of us realizing an individual responsibility 
to communicate to others our hope, good humor and con- 
fidence in a satisfactory ultimate solution of our problems. 


Captain 
G. Pederson, 
Camp Taylor, Ky. 


and Hardware Exhibits 


Mechanics’ Building, Boston, 
George A. Fiel, secretary, 10 


VENTION AND EXHIBITION, 
Mass., Feb. 23, 24, 25, 1920. 
High Street, Boston, Mass. 

CALIFORNIA RETAIL HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, San Francizco, Feb. 24, 1920. 
Hotel headquarters, Palace Hotel. «Le Roy Smith, secretary, 
112 Market Street, San Francisco. 

OHIO HARDWARE ASSOCIATION CONVENTION, Hotel Gibsen, 
Cincinnati, Feb. 24, 25, 26, 27, 1920. James B. Carson, sec- 
retary, Dayton. 

SouTH DAKOTA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Sioux Falls, Feb. 24, 25, 26, 27, 1920. 
H. O. Roberts, secretary, Metropolitan Life Building, Minne- 
apolis, Minn. . 

VIRGINIA RETAIL HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Murphy’s Hotel, Richmond, Feb. 25, 26, 27, 
1920. T. B. Howell, acting secretary, Richmond. 

SOUTHEASTERN RETAIL HARDWARE AND IMPLEMENT AsSso- 
CIATION, composed of Alabama, Florida, Georgia and Ten- 
nessee State Associations, Convention and Exhibition, At- 
lanta, Ga., May 4, 5, 6, 7, 1920. Walter Harlan, secretary 
treasurer, 701 Grand Theater Building, Atlanta, Ga. 

SOUTHERN HARDWARE JOBBERS’ ASSOCIATION CONVENTION, 
Atlantic City, N. J., May 11, 12, 13, 14, 1920. Headquarters, 
Marlborough-Blenheim. John Donnan, secretary, Richmond, 
Va. 

AMERICAN HARDWARE MANUFACTURERS’ ASSOCIATION CON- 
VENTION, Atlantic City, N. J., May 11, 12, 13, 14, 1920. 
Headquarters, Marlborough-Blenheim. F. D. Mitchell, sec- 
retary-treasurer, Woolworth Building, New York City. 

HARDWARE ASSOCIATION OF THE CAROLINAS CONVENTION 
AND EXHIBITION, Greenville, S. C., May 11, 12, 13, 14, 1920. 
Headquarters, Imperial Hotel. T. W. Dixon, secretary- 
treasurer, Charlotte, S. C. 
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EDITORIAL COMMENT 


Molasses vs. 
Vinegar for Flies 


HE employer owes certain duties to the em- 
ployee which are too often overlooked and 
therefore hangs much of the internal 

store and factory trouble of to-day. It is read- 
ily conceded that the employee owes to the em- 
ployer the time for which he is paid and the 
best efforts that he is able to put into the busi- 
ness or whatever enterprise they are mutually 
interested. 

The employer has his money invested and 
must look out for the best interests of the direc- 
tors or stockholders, and it is up to the em- 
ployee to do everything in his power to help. 

HOWEVER, best results are not gained nowa- 
days by bullying. Tantrums on the part of 
the boss are unbecoming, unconvincing and 
their force is usually lost. Much profanity and 
swinging of arms, loud threats and assertions 
that the employee is a born lunkhead, and will 
die in the same condition, do not tend toward 
making the employee any more interested in 
the welfare of the employer. 

It is particularly trying for the workman 
who has been conscientiously working with the 
interest of the firm at heart, perhaps studying 
over propositions which would go toward build- 
ing up the business, to have the boss come 
through with a tirade which would do credit to 
the pirates of old. Working overtime without 
compensation is usual in the hardware business. 
Going home nights filled with enthusiasm about 
some new kink that will make the store bet- 
ter has been experienced by many a hard work- 
ing clerk, and then to have his enthusiasm 
topple about his ears like a house of cards is 
most discouraging. 

The workman who cannot stand reverses or 
the clerk who cannot stand honest criticism of 
his work is not worth much to the employer. 
3UT honest criticism and reverses should never 
be clothed in language which will tend to ter- 
rorize the timid or embitter the honest work- 
man. 

The harm done by an employer ruthlessly 
flaying the work of an employee before the 
other employees is irreparable. He has shaken 
that man’s faith in the business, has changed 
him from an interested upbuilder to an unin- 
terested cog. He has taken him out of the 
enthusiastic class and put him into the general 
run of ordinary grinds that do so much and 
no more. 


Instead of working overtime and Sundays 
with a cheerful heart and the knowledge that 
he is really a help toward the prosperity of 
the business, he has been transformed into a 
disgruntled, time-begrudging laborer who 
firmly believes that he is being imposed upon 
when he is asked to stay five minutes over- 
time. He sulkily resents, where before he read- 
ily assented. He counts that day lost when 
he cannot “stick something over” on the boss, 
where previously he would have rather cut off 
his right hand than cheat him out of one valua- 
ble minute of his time. 

The pay envelope does not indicate how much 
a man is getting. A friendly. word or an occa- 
sional compliment when it is deserved goes a 
long way toward making workmen contented. 

The time clock does not indicate how many 
hours the workmen spend in the interest of the 
concern. It merely shows the number of hours 
they have actually been in the building. The 
man who has earnestly sat up nights striving 
to learn more about the business or the job 
does not ring in on a time recorder. 

Many an otherwise sturdy business has lost 
dollar upon dollar by useless harshness on the 
part of the boss. Many a fine workman has 
had the sharp edge of interest dulled by an 
unwarranted rebuke. The workman feels that 
he has been put in his place for perhaps a few 
days and then slumps into the clock-gazers’ 
class. The business feels the blow for many 
months afterward and, indeed, never fully re- 
covers from the shock. It is the keen business 
man these days who treats his employees de- 
cently and avoids the expensive, never-to-be- 
paid-back “‘call-downs.” 





Increasing Insurance 


OR those who are in business this is termed 
the “worry” season, but for the hardware 
man who has just finished his inventory and is 
back home from the annual convention of his 
association, filled with new ideas and optimism 
for the coming year, it should not be. Every 
indication points to greater prosperity this 
year than ever before, and provided the hard- . 
ware dealer will take advantage of a wonderful 
situation his 1921 inventory should show ex- 
cellent results. 

However, it is well at this time to again re- 
mind him of his insurance. Last issue HARD- 
WARE AGE ran a story telling the hardware man 
that due to the increased value of his stock and 
fixtures his insurance should also be increased 
accordingly. 
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Commission and Court in Sharp Clash 


Federal Trade Body Again Attacks Colgate Plan Notwithstanding Supreme Court’s 
Approval—Urges Creation of International Trade Commission—Friends of Stevens 
Bill Hope for Early Action—Government Ownership of Railroads to 
Cost General Taxpayers Seven Hundred Million Dollars 


By W. L. CROUNSE 


WASHINGTON, Feb. 3, 1920. 


HE Federal Trade Commission is about due for a 

major surgical operation for a very serious ail- 

ment known in Washington as elephantiasis of 
the cranium. In small-town parlance it is commonly 
referred to as “big head.” 

Symptoms of this dread malady have been cropping 
out for many months, but during the past few days a 
crisis has developed that should command the attention 
of the best surgeons in Congress. If the patient’s 
life is to be saved no further time should be lost in 
operating. 

Commission Has Some Queer Notions 


NE of the delusions—for this disease is always 

marked by delusions—which appears to possess 
the Commission is the notion that the United States 
Supreme Court is a negligible appendage of the Com- 
mission, having a rank somewhat less than that of a 
police court in a small community. Another hallucina- 
tion is that the Commission has made such an amazing 
record for efficiency that all the peoples of the earth 
are demanding the organization of an International 
Trade Commission along the same lines and that the 
heart of the world will break if it doesn’t get it. 

Still another “bug” of this very sick patient is the 
conviction that Congress created it to supervise in 
every detail the operations of manufacturers and mer- 
chants, relegating to the scrap heap the law of supply 
and demand and all the other rules of commerce which 
have guided the business men of the country for so 
many years. In seeking to put this idea into force the 
Commission has developed a code of ethics all its own 
which is so complicated, involved, obscure and incon- 
sistent, not to say contradictory, that business men 
seeking to follow the Commission and obtain guidance 
from its multifarious decrees and pronouncements find 
themselves lost in a sea of fog. 
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Supreme Court Sustains Colgate Plan 


SOME months ago I printed in this correspondence 
a short but pithy decision of the United States 
Supreme Court which dealt a solar plexus blow to the 
attempt made by the Department of Justice—doubtless 
with the hearty co-operation and certainly with the 
approval uf the Federal Trade Commission—to convict 
the firm of Colgate & Co. of violating the anti-trust 
laws because of refusal to sell to habitual price cutters. 
The case was of national importance and its details 
were of great interest to manufacturers and merchants. 
The Colgate plan, as it was called, was carefully 
drafted so as not to infringe upon the law as previously 
interpreted by the Supreme Court in a long line of con- 
sistent decisions. No attempt was made to bind jobber 
or retailer by contract to maintain prices, but when- 
ever Colgates discovered that parties handling their 
goods were cutting prices they refused thereafter to 
sell them. This refusal was the basis of the prosecu- 
tion, the Attorney General charging that it constituted 
illegal price fixing and amounted to retraint of trade. 


May Choose Their Customers 


UT the Supreme Court took the Attorney General 

over its knee and administered a sound spanking. 
It declared that while the manufacturer or merchant 
‘may not, in the present state of the law, make a con- 
tract with the jobber or retailer to maintain prices, he 
is entirely free to choose his own customer and may 
refuse to sell for any reason that appeals to his judg- 
ment or even his whim. 

Under the Supreme Court decision the manufacturer 
has a right to refuse to sell to lantern-jawed jobbers or 
red-headed retailers if it suits his fancy and he is fol- 
lowing a perfectly legal course if. when he finds that the 
distributors of his products are cutting prices, he 
promptly shuts off further supplies. 

This decision was hailed with great satisfaction 
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throughout the length and breadth of the land. In 
some quarters it was thought to obviate the necessity 
for further legislation by Congress, but this view was 
generaliy regarded as erroneous because, under exist- 
ing statutes, producers are greatly hampered in their 
efforts to protect dealers handling their products and 
cannot prevent price cutters from obtaining supplies 
through indirect channels. 

Commission Refuses to Accept Court’s Ruling 
T HE Supreme Court’s decision was promptly accepted 

by legal tribunals in all jurisdictions, greatly to 
the relief of manufacturers and merchants, who felt 
that at last a sound ruling for their guidance had been 
laid down. But did the Federal Trade Commission 
accept the carefully-considered edict of the highest 
court in the land? 

It did not. On the contrary it speedily issued a 
ukase of its own, declaring, that while the manufacturer 
might not be guilty of violating the Sherman law, he 
was guilty of “unfair competition” if he availed him- 
self of the right proclaimed by the Supreme Court. 

3ut the Commission did not content itself with a 
mere declaration of an absurd principle. In the face 
of the Colgate decision, it attacked the Beech-Nut 
Packing Co., which had followed a method of price 
control similar to the Colgate plan. 

In tackling the Beech-Nut people, however, the Com- 
mission got hold of a very lively customer. Declining 
to bow to the Commission’s ruling, the Beech-Nut 
Co. promptly appealed to the United States Circuit 
Court of Appeals and pushed proceedings with such 
vigor that hearings were completed a fortnight ago and 
the court now has the case under advisement. 

Almost any body of fair-minded men would have been 
willing to await the decision of the Court of Appeals 
before stirring up any more trouble, but the country is 
rapidly reaching the conclusion that the Federal Trade 
Commission is not a body of fair-minded men, but a 
bunch of cranks seeking notoriety wherever it may be 
found. 

Revives Old Charge Against Colgate 

URING the past week, therefore, it has again 

dragged the Colgates before the bar of public opin- 
ion, charging that the refusal to sell to dealers who do 
not resell at the prices the Colgates suggest is “unfair 
to their competitors,” in that the effect of such policy 
is to induce dealers to purchase Colgate products in 
preference to similar products manufactured by others 
on which prices are not maintained. 

Carried to its logical conclusion this principle would 
enable the Commission to enjoin a retailer from shovel- 
ing the snow from the sidewalk in front of his store 
on the ground that his action was unfair to his com- 
petitors, in that the effect of his policy was to induce 
customers to enter his store in preference to the stores 
of dealers who failed to remove the snow from before 
their premises. 

The Commission’s policy would appear to be designed 
to prevent merchants from following any course, no 
matter how legal—for the Supreme Court has distinctly 
declared the Colgate plan to be legal—if such course 
might tend to ruffle the disposition of some lazy, slow- 
going competitor. 

Enterprise Is Penalized 


I NTELLIGENCE, industry enterprise, and all the 
other qualities that are supposed to make for success 


in manufacturing and merchandising are penalized by 
the Commission, and notice is served on the leaders in 
the commercial world that they must do absolutely 
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nothing, however sound in law and morals it otherwise 
may be, that will administer the slightest jolt to a rival 
concern, or give it the smallest advantage over a sleepy 
competitor. 

Fearing, doubtless, that the repetition of its charges 
against the Colgates might encounter more or less 
ridicule, the Commission seeks to strengthen the com- 
plaint by adding the additional charge that this com- 
pany is guilty of another act of unfair competition, ‘in 
that it guarantees purchasers of its products against 
subsequent declines in price by promising to pay re- 
bates to them in the event of such decline.” The bring- 
ing of this charge in connection with the revival of the 
old complaint against the Colgates is a particularly 
shabby trick, as will be seen at a glance. 

Several weeks ago the Commission announced that 
it had undertaken a comprehensive investigation con- 
cerning the guaranteeing of prices against declines 
and desired to ascertain the sentiment of the business 
community concerning this practice. A large number 
of questionnaires were sent out to trade organizations 
and to individual concerns so that business men every- 
where received the impression that no attempt would 
be made to enjoin the plan until the inquiry was com- 
pleted. 

But having tackled the Colgates in a complaint which 
the business community would be likely to resent, the 
Commission now finds it desirable to drag in as a new 
charge the allegation concerning the protection of 
prices. 

These are the methods that are rapidly bringing the 
Commission into disrepute and causing it to be caus- 
tically criticized by intelligent, far-sighted men in all 
sections. 

Commission Has Misconceived Its Functions 


S O demoralizing to the business of the country has 
the recent course of the Commission become that 
Dr. Nicholas Murray Butler, of Columbia University, 
was moved a few days ago to declare that the Commis- 
sion has entirely misconceived the purpose for which 
it was created by Congress. It was intended, Dr. But- 
ler asserts, to assist the business men of the country, 
instead of which it devotes its energies to annoying 
them and to confusing their minds concerning the laws 
and the ethics of legitimate business. 

The Commission would be of some value, this great 
educator declares, if it would advise business men as 
to what they could legally do, laying down the proper 
course of procedure to accomplish legitimate ends by 
legal means instead of exercising its ingenuity in the 
trumping up of charges based upon strained construc- 
tion of obscure or ambiguous statutes. 

But does all this phase the Federal Trade Commis- 
sion? Not in the slightest. 


Proposes an International Trade Commission 


IKE Alexander the Great seeking new worlds to 

conquer. the Commission, apparently pleased with 
what it regards as its great success in dealing with 
domestic problems, is now formally proposing the or- 
ganization of an “International Trade Commission,” 
of which, no doubt, it would be willing to serve as a 
nucleus. In a speech delivered a few days ago before 
the Pan-American Financial Conference, Commissioner 
Thompson outlined this ambitious project, in part, as 
follows: 

“The spirit of fair play in trade must be reciprocal. 
American competitors may police each other in your 
countries. Our Federal Trade Commission will be in 
duty bound to umpire their actions. Through that 
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hearty spirit of co-operation which you have always 
extended to us may we not hope that your nations will 
create National Trade Commissions which shall umpire 
the actions of your exporters? 

“After each nation has its own National Trade Com- 
mission to follow its competing exporters there is a 
final step to be taken before the world’s consumers can 
have the complete benefits of the law of supply and 
demand. The Commission has already had complaints 
against speculators selling below sample in your coun- 
tries. When it finds that they have injured a United 
States competitor by first of all bidding below cost and 
then substituting an article below sample, it can com- 
pel the offenders to cease. 

“But if they are of the speculative type, whose good 
name amounts to nothing, and who will shift to another 
business or seek the trade of another country when 
stopped by an order of the trade commission, they have 
nevertheless damaged their United States competitor, 
injured the purchaser, and hurt the fair name of the 
United States, before the Commission’s remedy can 
be put into effect. Again, the exporters of two nations 
may contest for trade through some unfair practice. 
There is yet another difficulty—that of dealing with 
those who seek a world monopoly and who can injure, 
not only the consumers in their own country, but those 
in foreign countries. How shall we meet this situation 
except by an International Trade Commission? 

Would Rely Upon Publicity as a Corrective 
66}. HE definition of what was an unfair trade prac- 

tice before this commission could be found in 
the trade practices already condemned by the laws of 
many nations, both ancient and modern, the rulings of 
their respective trade commissions, the “trade practice 
submittal lists,” such as our Commission has already 
received from some of our industries, the pronounce- 
ments of political economists, and, above all, in the 
common sense of those before whom the case was pré= 
sented after investigation and hearing. The inter- 
national commission could publish its findings and 
either dismiss the complaint, if the charges were 
groundless, or render its verdict if the complaint was 
well founded. The conclusion, together with the find- 
ings, could then be transmitted to the trade commis- 
sion, or other proper representatives of nations com- 
posing the international commission. In the universal 
publicity of the findings of such a body would lie the 
corrective. 

“The means for universal publicity are on the eve 
of great advance, should the efforts of the President 
under the recent law enacted by Congress, authorizing 
him to summon an international conference to con- 
sider all the international aspects of communication by 
electricity, bring about adequate facilities for inter- 
national communication on a fair and eauitable basis. 
There is every reason to believe that this movement 
will result in success. It will mean direct contact of 
the heart beats of one nation with those of another, 
and not the passing of thoughts through the medium 
of those who might be indifferent or have a sinister 
motive toward the sender or receiver. It will un- 
doubtedly cause a reduction in the cost of messages, 
and where your papers and ours have carried stories 
about the doings of each other once a week or so we 
will be in daily touch. 

“Gentlemen, the trail has been blazed for this next 
great move in international affairs. The avenues of 
publicity are opening up. Soon we shall see ‘face 
to face’ and not ‘through a glass, darkly.’ We crave 
an interchange of business with your countries. We 
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do not desire any advantage, secret or otherwise, over 
the competitors of any other nation. 

“All we ask is that in international trade business 
shall receive the earned rewards of efficiency, service, 
and the advantage of location. We believe that you 
are in accord with us. We cannot succeed without your 
co-operation. Let us join hands, and in this day of 
miracles and dreams-come-true make this dream a 
reality by creating an International Trade Commission, 
thus publicly and solemnly declaring as a living princi- 
ple that good will and fair play are the rules of the 
game in the business of the Western Hemisphere.” 

Now, the worst of it is that the International Trade 
Commission might be a good thing, but the policies 
pursued by the Federal Trade Commission have already 
queered it in the minds of many hardheaded business 
men. When the Commission has been aueered a bit 
more in the minds of Congress that body will wake 
up some fine morning and abolish it. 


Revival of Interest in Stevens Bill 


RIENDS of the Stevens bill promise a revival of 

activity in the interests of that measure during the 
coming month. The House Committee on Interstate 
and Foreign Commerce, which has jurisdiction over the 
measure, has been fully occupied with the pending rail 
and water power legislation now rapidly nearing com- 
pletion, and once these important laws are on the 
statute books, the members of the committee will be 
able to concentrate on the price maintenance problem 
without further delay. 

For several years representatives of wholesale and 
retail organizations throughout the country, as well 
as manufacturers, have been coming to Washington 
to urge the passage of the Stevens bill. It is now 
claimed that more than 800 national and state associa- 
tions of merchants are solidly behind the measure and 
that only the intervention of the war prevented its con- 
sideration two years ago. 

At that time elaborate hearings were held and in- 
formal polls were said to show a safe majority for a 
favorable report. Then war was declared and all 
legislation not dealing directly with the national de- 
fense was sidetracked. 


Further Legislation Needed 


N this connection the American Fair Trade League, 


which has been the chief force behind the active 
work done for the Stevens bill, has issued a statement 
here in which it points out the necessity for legislation 
to support the decision of the Supreme Court on the 
Colgate case. It says in part: P 

“The American Fair Trade League was founded with 
the intention of bringing about improvements in trade 
practices and laws which should more amply protect 
manufacturers, producers and dealers generally, against 
unfair competition, with special reference to that char- 
acter of unfair competition which has arisen out of 
modern trade practices, particularly because of the 
new form of good will and property created through 
advertising of trade-marked or branded merchandise, 
and the misappropriation of this asset by unscrupulous 
merchants, through cut-price advertising of such mer- 
chandising, and the serious injury, not only to the pro- 
ducers of the article, but also to other persons engaged 
in legitimate trade as well as to the general public. 

“The League, therefore, hailed with great satisfac- 
tion, as a real triumph, the Colgate decision, which has 
done much toward clarifying the situation. There now 
seems danger that some people may believe that the 
principle is acknowledged and the case won and they 
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may rest upon their oars. Such is far from being the 
case. 

“It is necessary that the Colgate decision should be 
very much strengthened by additional court decisions 
and its meaning clarified before other tribunals will ac- 
cept it as having finally settled anything. As, for in- 
stance, the Federal Trade Commission has not dismissed 
the complaints which they have brought covering simi- 
lar cases, maintaining that this decision does not cover 
those cases; their attitude in those cases will be very 
largely influenced by the decision of the United States 
Supreme Court in the pending Beech-Nut case. 

“Tt is, moreover, our opinion that court decisions like 
the Colgate and Beech-Nut cases, while highly desirable 
to secure, cannot finally dispose of the evil, as there are 
many forms of business not able to readily avail them- 
selves of the principles there laid down. There can be 
no complete, permanent settlement until the principles 
involved in the Colgate and Beech-Nut cases have been 
fully recognized and supplemented by appropriate legis- 
lation. 

“We, therefore, urge that our members relax no ef- 
forts to secure the passage of the Stephens-Ashurst 
bill, which has the endorsement of the Federal Trade 
Commission.” 

Pushing the General Sales Tax Bill 
. = your eye on the Bacharach bill, which pro- 
poses the repeal of the excess profits, luxury taxes, 
etc., and the substitution of a 1 per cent tax on all 
sales of merchandise between 50 cents and $500, and a 
5 per cent tax on transactions above $500. The author 
vf the measure is moving heaven and earth to bring 
it up for hearing before the Ways and Means Commit- 
tee and is said to have obtained a promise that it will 

receive consideration at the present session. 

Friends of the measure declare modestly that its pas- 
sage will accomplish three things, namely: do away with 
objectionable forms of taxation, increase revenues at a 
time when they are desperately needed, and cut the cost 
of living. 

That the bill would do away with certain objection- 
able forms of taxation goes without saying if you stop 
to consider the nuisances we have in the excess profits 
tax and the so-called luxury tax. It is certainly an 
open question, however, as to what would be gained by 
repealing the luxury taxes and enacting in their stead 
a schedule that would include every kind of merchandise 
under the sun. 


Queer Way to Reduce the H. C. of L. 


ONCEDING that the Bacharach bill would increase 

the revenues, it is certainly pertinent to inquire 
how the cost of living would be reduced by the simple 
expedient of adding a 1 per cent tax to every transac- 
tion. Every merchant knows that the imposition of 
such a tax would impose a vast amount of labor upon 
dealers in all classes of merchandise and that it would 
be necessary to advance prices, not only to cover the tax, 
but the cost of collecting and accounting for it. 

I expect to see the five-and-ten-cent stores lining up 
for the Bacharach bill, for that beneficent measure pro- 
poses that transactions involving sums below 50 cents 
shall go untaxed. The five-and-ten-cent stores banded 
together in such an unsclfish crusade should wield con- 
siderable influence. 

Of course, hardware retailers are not substantially 
interested in opposing the Bacharach bill. All they 
would have to do to beat such a law would be to sell 
saws, fine tools, stoves and mowing machines at 49 
cents each. 

Easy? I'll say so. 
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Uncle Sam a Bad Manager 


OVERNMENT ownership gets another one square- 

ly between the eyes in a statistical report made 
public during the past week. The operation of the 
railroads, Pullman lines, express companies and water 
ways, unified under Federal control, cost the general 
taxpayers of the nation approximately $700,000,000 
since they were taken over two years ago. 

Statistics compiled by the Railroad Administration 
showed a net loss of $594,200,000 from rail operation 
alone. Figures obtained from official sources setting 
forth the costs of the Pullman lines, express companies 
and water ways during the same period, show a deficit 
of fully $100,000,000. 

The detailed figures presented by the Railroad Ad- 
ministration reflect certain ups and downs attributed 
to the coal strike, the steel strike, the big slump in 
freight business that followed the signing of the armi- 
stice and the general trade revival which received a 
strong impetus last October. Making due allowances 
for all abnormal conditions, however, you cannot escape 
the conclusion that Uncle Sam is about the worst busi- 
ness manager who ever tackled a big industrial or com- 
mercial proposition. 


High Wages Chief Factor in Deficit 


6 ern biggest item of increased expense in the past 

two years has been the higher wage scale orig- 
inally forced upon the roads under the Adamson law, 
and since substantially boosted on several occasions. 
Materials and supplies of all kinds have also gone up, 
although the Government has commandeered steel rails 
at prices far below the market rates for other steel 
products. 

Of course the Government never thinks of comman- 
deering labor. That would be very bad politics, espe- 
cially in a presidential year. 

The most serious feature of the railroad situation, 
however, is that while Government operation is respon- 
sible for the gigantic deficit rolled up during the past 
two years, it will be impossible, at least for a long 
time to come, for the private owners of the roads to put 
them on a paying basis again without a big boost in 
freight rates because of the artificial conditions that 
have been created by the Government and which can- 
not be substantially changed for years to come. 


Brief Business Notes 


The Torrance Piston Ring Co., Butler, Pa., has been in- 
corporated with a capital of $20,000 by R. T. Torrance and 
associates, to manufacture piston rings for automobile en- 
gines. 

The Brunswick-Balke-Collender Co., Muskegon, Mich., will 
break ground early in the spring for an addition to its tire 
manufacturing plant, which will Gere it a capacity of 5000 
tires a day. 

Landers, Frary & Clark, New Britain, Conn., manufac- 
turer of electrical heating and cooking appliances, hardware, 
etc., has increased its capital stock from $5,000,000 to 
$6,000,000. 


The Buffalo Hardware & Foundry Co., Buffalo, N. Y,, 
has taken out building permit for a brick and steel foun- 
dry addition, at Hertel Avenue and the Erie Railroad, to 
cost $18,000. 


Articles of incorporation have been filed by Gere & Willis, 
Syracuse, N. Y., to manufacture automobile supplies. H. M. 
Gere, W. W. Willis and O. W. Hoff are directors. The cap 
ital stock is $30,000. 


Louis Sacks, founder, Wilson Avenue, Newark, N. J., has 
had plans prepared for three additions, comprising a one- 
story foundry extension, 40 x 60 ft.; one-story machine shop, 
33 x 33 ft., and two-story reinforced-concrete cupola house. 
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‘What the Winchester Plan Means to You 





Mr. Thompson gets all worked up over proposition—In Saginaw, Mich., 


they want extra copies—still selling their own brand 





Theron Thompson Speaks 
MUSCATINE, Iowa, Jan. 13, 1920. 


Editor HARDWARE AGE: 

DEAR SirR—Anent the “Winchester Plan,” “Where'd 
you get zat stuff,” Mr. Soule? Are you the original “Im- 
aginative Reporter”? If you were a hardware dealer, 
after reading your article one would explain “Sour 
grapes” and let it go at that. Your “come into the garden 
Maud ” stuff is good. If ten per cent of the hardware 
dealers, “presumably a very high grade of Merchants”, 
I use your own words, have been “sold’’, as you put it, 
the judgment of this ten per cent of merchants is bad. 
It is foolish to claim that all the merchants of that class 
to whom the plan was presented went into it. The 
good or bad judgment of the ten per cent can be ques- 
tioned only when you know how many, or what per cent, 
of such merchants were asked. If practically all took 
up the plan their judgment is worth some consideration. 
Would you mind putting it this way, ten per cent went 
into it, two per cent refused, thirty-eight per cent are 
indifferent, believing they can take care of themselves 
having been reared in the school of hot competition 
and fifty per cent are howling because they did not 
have a chance at it. Change it to suit yourself, don’t 
you think that someone is putting up a straw man in 
order to knock it down? Why all this “fuss and feath- 
ers” over ten per cent of the hardware dealers. Are 
they going to gobble up the other ninety per cent? I 
can hardly believe that any sane dealer, whether of the 
elect or not, can entertain such silly notions as the elim- 
ination of the Jobber. In fact, I believe there “ain’t no 
such animule.” I have heard about the elimination of 
the Jobber, yes, and the Retailer, for forty years. 

Don’t be frightened, Mr. HARDWARE AGE, and begin 
to figure to cut down your advertising space for fear 
of what this little ten per cent is going to do to the 
other manufacturers and jobbers. We have had special 
brands and stores operated under the names for years. 
They cut some ice, but they didn’t demoralize all the 
balance of us. 

The proposition of the Winchester people was a plain, 
straight one, no signing away of your birthright, los- 
ing your identity or any of that guff that you put into 
the mouths or take out of the mouths of someone who is 
seeing the world topple over because ten per cent of its 
denizens are leaning one way. If what you say is true, 
what a lot of pale-cheeked fellows there are in the hard- 
ware business. It is a wonder they haven’t thrown up 
their hands and sank out of sight before this, if they 
were energetic enough to note what the drug stores, de- 
partment stores, racket stores, furniture stores, etc., 
have been and are selling in the hardware line. You ask 
“does the Winchester dealer hope to hang such a handi- 
cap on the other dealers by his elimination of the job- 
ber, etc.?” Are you not surprised at yourself, at asking 
such a question. I beg your pardon, but it is a foolish 
question when you consider that little, measly ten per 
cent. You seem to discuss that phrase quite seriously. 
Gosh! you must expect to live a long while or you must 
expect the Winchester people to live a long while. The 





next ice cap is due in about forty-five thousand years, 
at that time we will possibly be back to the stone axe 
again, I should say about that time the Jobber will be 


forced out of business. THERON THOMPSON. 


Copies for Salesmen 
SAGINAW, Mich., Jan. 13, 1920. 
Mr. Roy Soule, c/o HARDWARE AGE, New York, N. Y.: 


DEAR SiIR—The writer has just read, with consider- 
able interest and great pleasure, your third article on 
the Winchester Scheme. 

You certainly are to be commended on this article, 
which has brought out a good many points heretofore 
overlooked by the writer. This article will, no doubt, be 
read by some of the salesmen, and I am very anxious 
that each and every one of them should have a copy of 
this article. With this in view, therefore, I ask your 
permission to send a copy of this article to all of our 
salesmen, and if you have had extra copies printed would 
thank you to please send us 50 as soon as possible. 

Thanking you in advance for giving us permission to 
use same, we remain, Very truly yours, 

MORLEY BROTHERS. 
(Signed) H. A. Werner, 


Still Going Strong 


Purchasing Department 
PLANTSVILLE, Conn., Jan. 8, 1920. 


To the National Hardware Association of the United 
States, Philadelphia, Pa., Mr. T. J. Fernley, secre- 
tary-treasurer: 

GENTLEMEN—With reference to the article in HArRpD- 
WARE AGE regarding the plans of the Winchester peo- 
ple, you may page the members of the Association and 
Automobile Supply Branch, at our expense, to the effect 
that The H. D. Smith & Co. will continue to market 
their “Perfect Handle” and other tools under their own 
brand, and will continue to stick by their jobbing friends 
that have stuck by them, and will continue to hope for 
the business of all other jobbers. Respectfully, 

THE H. D. SMITH & Co. 
Louis K. Schmitt. 





You will add to your fund of 
useful information if you read 
the convention news at this 


time of the year. 



























Letters of a Sales Manager to His Men 
Lil 


Now We Swing Into the Home Stretch 


This is the fifty-second of a series of sales letters, which, though intended primarily for 
traveling men, wil be of interest to every member of the trade. They were written by 
the sales manager of a great hardware jobbing house to a corps of salesmen who in the 


last eight years have doubled the business of the firm. The letters are really short editorials 
which prefaced actual merchandise instructions. The author has consented to their publi- 
cation at the solicitation of Harpware AGE, in which they will appear in succeeding issues 


through the year. 


passed the half mile post and on September 30th we passed the three-quarter mile 


, O N March 31st we passed the first quarter post in our year’s race. On June 30th we 
post. 


Now we are in the home stretch. Every salesman must settle down into the saddle 
and ride this last quarter as he never rode a quarter before. 


The salesman who cannot make a grand finish this Fall might just as well quit, be- 
cause all outside conditions will never again be as ideal as they are now. 


Look about you and see the prices that farmers are getting for their produce, for their 
cattle and hogs and sheep and chickens and eggs. That means prosperity and buying 
power. His wants are going to be numerous this Fall and there will be many dealers who 
will not have prepared for this rush of business. 


They need to be urged to prepare. Their stocks need a good going over. 


Your duty is to see to it that your customers do not wait until this flood tide of business 
is upon them before they begin to buy. 


How do I know all this? 


I’ll tell you. By the mail orders that are coming in. The orders are not only numerous, 
but of good size. The goods ordered cover a wide range in hardware and show that all 
lines are badly broken on the merchants’ shelves. 


Already a mighty cry has gone up from merchants because they cannot get their orders 
for Cotton Gloves and Mitts and Husking Hooks shipped complete. 


Those merchants ought to have thought of their Fall wants three months ago, and 
you ought to have seen to it that they did.. Perhaps you did see to it, but they wouldn’t 
buy. 


All right! Let’s use that lesson to urge the dealers to not make the same mistake 
again and see that they do not put off their Spring buying until Spring. 


It’s getting harder and harder to get goods from the manufacturer—because he cannot 
get labor to make the goods. 


It just seems to me as I look about us and note the wonderful prosperity of this imme- 
diate territory, that we are entering upon that quarter of 1919 that is going to let us “bust” 
wide open the best record we ever made. 


So come on—you salesmen: It’s up to you. Our superintendent says you can’t clog 
the order-filling machinery with orders, no matter how fast they come. 


Well, let’s show him real class in our work and what a clog really looks like. 


70 

















February 12, 1920 





In the 


MORNING’S MAIL 
From the Trade 











Touring West Coast 


H. B. Hankinson, recently appointed assistant sales man- 
ager for the India Tire & Rubber Co. of Akron, Ohio, is now 
making a tour of the Pacific Coast as general representa- 
tive of the India interests in the West. Mr. Hankinson is 
widely known in the Coast states, having formerly been 
connected with the Diamond Rubber Co. as manager of the 
Seattle branch and also as salesman in Los Angeles and 
Portland territories. Having previously acted as district 
manager, Mr. Hankinson’s appointment with the India or- 
ganization comes with a remarkable record of accomplish- 
ments among distributers along the Atlantic seaboard. It 
is now his intention to co-operate with distributers in pro- 
moting trade on the Coast and to extend India representa- 
tion west of the Rockies. It is reported that the India 
Tire & Rubber Co. will more than double its production 
capacity during 1920. 


Combines Factories 


The Huenefeld Co., Cincinnati, manufacturers of heat- 
ers, ranges and sheet metal products of various kinds, have 
acquired by purchase the business of the Western Tin & 
Japan Mfg. Co., manufacturers of eaves trough and con- 
ductor pipe, as well as roofing material of other kinds. 
The acquisition of this plant by the Huenefeld Co. com- 
pletes their line of manufactures, and with the additional 
machinery secured through the deal, places them in a po- 
sition second to none in the United States to take care of 
this class of work. The old plant of the Western Co. will 
be conducted temporarily as a sales room, but eventually 
will be moved to their main building on Spring Grove 
Avenue. 


Law Held Unconstitutional 


HE hardware trade in general will be pleased to know 

that Judge George M. Bourquin of the United States 
Court, Helena, Montana, has held unconstitutional the act 
passed by a special session of the Montana Legislature last 
August, giving the State Trade Commission power to fix 
prices. The judge further granted an injunction to restrain 
the commission from putting into effect its order No. 4, 
which required that all articles offered for sale be marked 
with both selling and invoice prices. 

The Montana Development Association, the membership 
of which is composed of merchants doing business in the 
state, was responsible for the suit. The State of Montana, 
through the attorney general, C. S. Ford, has announced 
that it will take an appeal. 

Pending the decision on the appeal, the court ruling takes 
away from the state trade commission all the power con- 
ferred upon it at the special session of the legislature, 
referred to above. The commission, however, remains in 
existence, as the creation of it was brought about under 
another legislative act which gives it power of regulation 
over flour and flour mills. This phase of the question was 
not involved in the suit. 

The court held that the law giving the commission power 
to fix prices is contrary to the fourteenth amendment of 
the Constitution of the United States. 

It is to be hoped that the Higher Court will uphold the 
Montana judge in his decision. 


Second Annual Meeting 


The second annual meeting of the Chandler & Farquhar 
Associates was held recently at the Hotel Westminster. 
Boston, and officers for the ensuing year were elected. Miss 
Alice C. Sheerin will be the new president. 









































L. M. Bushnell Dead 


RIENDS of Lemuel Moffitt Bushnell were grieved 

to hear of his death, which occurred on Jan. 8 at 
Belleair, Florida, where he had gone to spend the 
winter. 

He was born Jan. 8, 1844, at Ashtabula, Ohio, and 
came to this city when but a youth. 

He was one of the founders of the Vaughan & Bush- 
nell Manufacturing Company, having been with them 
for over forty-two years. He resigned as president 
of that company and retired from active business in 
1913. 

He married Annie C. Creswell of this city in 1872. 
Mrs. Bushnell died in 1909. Charles E. Bushnell, who 
is the secretary and treasurer of Vaughan & Bushnell 
Manufacturing Company, is a son by this mar- 
riage. 

In 1917 Mr. Bushnell married Mrs. Margaret Crater, 
who survives him. 

He was a member of the Union League Club, Glen 
View Club and South Shore Country Club, where he 
resided. 

He was a man of many friends and an enthusiastic 
golfer. 


Bissell Company Officers 


The following officers of the Bissell Carpet Sweeper Com- 
pany, Grand Rapids, Mich., were elected at a recent annual 
meeting: Mrs. M. R. Bissell, chairman of the board; F. M. 
Deane, president and treasurer; T. W. Williams, vice-presi- 
dent; R. Bissell, Jr., vice-president; R. E. Shanahan, secre- 
tary and general manager. 


The Strauss Toy Shops, New York City, will on March 
1 open another toy shop in Atlantic City in the Breakers 
Hotel Building. This concern at the present operates a 
chain of toy shops in the railway terminals of New York 
City, and the new shop will make it one of the largest 
companies of its kind. 
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NEW YORK 


Office of HARDWARE AGE, 
New York, Feb. 9, 1920. 

NE of the most destructive storms that New York 

City and its environs have experienced in many years 

raged tor four days and nights, from Wednesday 
until Satuiday of iast wees, destroying more than a miuil.on 
doliars’ worth of property, crippling, and in many instances, 
completely tying up the transportation lines, both within 
and without the city proper, and paralyzing traffic so 
seriously that business during the latter part of last week 
was virtually at a standstill. Coming on top of the in- 
fluenza epidemic which was so menacing in aspect as to 
cause the Department of Health to request business houses 
to observe special hours for opening and closing, in order 
to relieve the congestion on the transit lines, the great 
storm of last week had the effect of completely crippling 
business for practically the entire week. 

In the hardware market the demands for snow shovels, 
snow pushers, sidewalk scrapers and even sleighs were 
far greater than the supply, but in very few cases, it can 
be said truthfully, was there any observable profiteering 
or undue advantage taken by the large sellers of these 
items. 

Most of the business in jobbing circles during the past 
week was devoted to supplying the demand for necessary 
articles needed because of the storm, and to getting spring 
orders ready as speedily as possible for shipment. The 
present shortage of freight cars and railroad facilities 
generally has for several weeks past been causing large 
shippers a great deal of anxiety. The recent storm, if it 
did nothing else, brought home to many the fact that the 
railways need sound financial help and competent manage- 
ment. The sooner they get it the better it will be for busi- 
ness. 

What good will it do the country if manufacturers in- 
crease their production when even at the present time 
they experience the utmost difficulty in distributing their 
output? Prosperity rides on the railways. 


Among the foremost price changes of the past week were: 
Fire shovels advanced 10 per cent. Bush hooks now are 
quoted at $24.21 per doz. Sad irons are now quoted at 65 
per cent. Emery cloth plus 15 per cent. Barbed wire is 
now $7 per 100 lb. Ribbon wire is $8.75 per 100 lb. Bar 
solder now sells at 41c. per Ib. Ribbon solder is 42c. per lb. 
Well wheels are now quoted list as net. Electric bells ad- 
vanced 10 per cent. Expansion bolts now take a 5 per cent 
discount. Bernard’s pliers are now being quoted plus 20 
per cent. Fire axes now cost $28.42 per doz. Other ad- 
vances are noted in heavy type. 

Brass and Copper.—This market is relatively dull, with 
small and lethargic buying interest. Prices are firm. 

3ase prices for not less than 100 Ib. of a size from New York 
stock. High brass sheets, 261%4c. to 31%c. base; high brass wire, 
26l4c. to 311%4c. base; high brass rod, 23%c. to 28c. base; seamless 
brass tube, 321%4c. to 35%4c. base; seamless copper tube, 34c. to 
37c. base; sheet copper, 30%4c. to 32\%4c. base; copper wire, plain, 
29%4c. base. 

Conductor Pipe, Eaves Trough, Elbows and Shoes.— 
Changes occurred in some of the items listed under this 
heading during the past week. The market is fairly active. 
New prices are: Conductor pipe, galvanized steel, 40 per 
cent; galvanized iron, 414, per cent; copper pipe, 20 per 
cent; discounts from jobbers’ lists. Eaves trough, gal- 
vanized steel, 50 per cent; galvanized iron, 531% per cent. 
Elbows and shoes, all sizes up to 6 in., 65 per cent on gal- 
vanized, steel, plain, round and corrugated. 


Coffee Mills —The market is firm for these items. 


Prices 
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have held firm since the advance of last week. Crystal 
coffee mills, with glass hopper, $16.50 per doz.; wooden 
coffee mills, 6 x 6 x 8, $9.75 per doz. 

Farming Tool Handles.—Orders are still being recei 
for handles of all kinds. Prices are: Farming ro — 
generally are quoted at 5 per cent off. Long shovel handles, 
5 per cent off. Long spade handles, 5 per cent off. Bent D 
handles, 5 per cent off. Malleable D fork handles, 5 per 
cent off. Pick handles plus 20 per cent. 


Flower Bed Guards.—Strong interest holds on this line, 
inn many new orders having been received during the past 
week. 


Perfection flower bed guards, 16 in., $7.75 per 1 - 231 
$9.10 per 100 san it $7.75 per 100 sq. ft.; 22 in, 


Galvanized Ware.—An advance occurred in the price of 
galvanized sheets during the past week. Galvanized sheets, 
No. 28 gage, are now being quoted $9.50 to $10 base per 
100 lb. Other items are firm. 


pcalvanized pails, 8 qt., $4.25 per doz.; 10 qt., $4.90 per doz.; 
12 qt., $5.55 per doz. ; 14 qt., $6 per doz.; 16 qt., $7.30 per doz. 
Extra heavy galvanized pails, 12 qt., $7.80 per doz.; 14 qt., $8.35 
per doz.; 16 qt., $11 per doz. Fire pails, galvanized, $6.80 per doz. 
Wash tubs, No. 1, $13.75 per doz.; No. 2, $15.95 per doz.; No. 3, 
$18.60 per doz. ; 

Garden Tools.—This line of stock seems to lead all others 
for quantity and interest, to judge from the spring orders 
that have been received and that are still being received 
by local jobbers. There is somewhat of a scarcity and many 
of the late orders that have been received will probably 
suffer some inconvenience. Prices are: 

Hedge shears, 6 in., without notch, 80c. éach, net; 8 in., $1.20 
each, net; 10 in., $1.50 each, net; 8 in., with notch, $1.40 net; 
10 in., $1.65 net; 12 in., $2.25 net. Border shear without wheel 
5. >, oe net; 9 in., $2.50; with wheel, 8 in., $2.75 net; 9 in., 
po net. 

Lawn rollers are being quoted list plus 10 per cent. 

Socket holders are $8.04 per doz. Riveted shank 
finish, $3.65 per doz.; solid shank hoes, bronze finish, 
doz.; mortar hoes, 9 in., $10.38 per doz. 

‘ Malleable iron rakes, 10-tooth, $4.15 per doz.; 14-tooth, $4.65 per 
doz.; 16-tooth, $5.10 per doz. Steel rakes, 10-tooth, $6.75 per doz.; 
14-tooth, $8.15 per doz.; 18-tooth, $9.50 per doz. Wooden lawn 
rakes, wooden bows, $5.26 per doz.; steel bows, $7.36 per doz.; 
wooden hay rakes, 2-wire bows, $4.50 per doz.; 3 aluminum bows, 
$7.10 per doz. A 

Spading forks, 4-tang, malleable D handle, strapped, $10.75 per 
doz.; wooden D handle, strapped, 4-tang, $14 per doz.; 4-tang, 
extra heavy, wooden D handle, $16.10 per doz. 

Manure forks, 4 tines, strapped, 41%4-ft. handle, $11.63 per doz.; 
4 tines, plain ferrule, 414-ft. handle, $10.30 per doz.; 5 tines, 
strapped ferrule, 414-ft. handle, $14.65 per doz.; 4 tines, wooden D 
handle, plain ferrule, $12.54 per doz.; malleable D handle, 4 tines, 
plain ferrule, $10.04 per doz.; malleable D handle, 4 tines, strapped 
$12.50 per doz.; wooden D handle, 4 tines, strapped, $15.25 per doz. 

Hay forks, 2 tines. 5%-ft. handle, plain ferrule, $9.36 per doz.; 
& tines, plain ferrule. 514-ft. handle, $10.54 per doz.; 3. tines, 
strapped ferrule, 51%4-ft. handle, $11.95 per doz. 

Garden Trowels.—The same conditions hold true for this 
line as for-all other lines of spring and garden goods. Prices 
are firm and interest vigorously keen. Prices are: Tinned 
steel blade trowels, 6 in., 68c. per doz:; riveted shank, florist 
trowel, heavy steel blade. $1.40 per doz.; one-piece garden 
trowel, 1% in., $2.25 per doz.; Magic weeders, $1.15 per doz. 
_ Garden Sets.—There seems to be quite a good deal of 
interest being shown to special sets of garden implements 
this year. Prevailing prices are: Set consisting of 1 hoe, 1 
five-tooth malleable rake and 1 steel spade, 3% x 5 in. 
$1.25 per doz.; sets, four-piece steel garden set. 1 floral 
-hovel, 1 floral rake, 1 ladies’ hoe and 1 boys’ spading fork, 
$22.25 per doz. sets. 


Linseed Oil—This market is unusually dull. The price 
basis is unchanged at $1.77 per gallon, February-March, 
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in car. lots, and $1.79 to $1.80 per gallon for 5-bbl. lots 
and $1.81 to $1.85 for single barrels. Boiled oils is 2c. 
extra, double boiled oil is 3c. extra and oil in half barrels 
is 5c. extra. 

Lawn Mowers.—Interest is keen on this line and prices 
firm. 

We quote from local jobbers’ stocks f.o.b. New York: Plain 
bearing, 3 blades, 12 in., $5.15 net; plain bearing, 14 in., $5.40 net; 
plain bearing, 4 blade, 10 in., $5.50 net; plain bearing, 4 blade, 12 
in., $5.75 net; 16 in., $6.25 net; ball bearing, 3 blades, 12 in., $6.40 
net; 16 in., same, $6.90 net; level, 4 blade, 14 in., $9.35 net; same, 
18 in., $10.35 net; same, 20 in., $10.85 net. 

Nails.—Although there seems to be a sort of small and 
scattered improvement in the local nail market, the condi- 
tions as reported last week are essentially the same. There 
is, broadly speaking, no base price for nails in New York 
to-day. Radically different circumstances seem to affect 
every separate sale. The scarcity of both cut and wire nails 
is the most conspicuous shortage in the entire hardware 
market. Relief is remote, depending utterly on the quan- 
tity of production the mills are able to maintain in spite of 
the handicaps that confront them in the steel districts. The 
American Steel & Wire Company continues to maintain its 
base price on wire nails at $3.25 per keg, but it cannot fill 
a fractional part of the demands it receives. The current 
prices prevailing in this section are: For wire nails from 
$4.25 to $8 base per keg. For cut nails the prices range 
from $7.75 to $8.50 base per keg. It should be noted that 
only small lots are obtainable even at these figures. 

Brass and wire nails in 1-lb. papers are quoted by local 
jobbers at 2/3 off. Quarter pound papers take a discount 
of 10 per cent. Set screws, iron, 50, 10, 5 per cent off. Cap 
screws, 50 and 10 per cent off. Galvanized nails, 25-lb. 
boxes, 4D, $8.65; 6D. $8.55: 8D, $8.45; 20D, $8.35. Gal- 
vanized roofing nails, 1 x 12, $10. Plain roofing nails, 1 x 12, 


Naval Stores.Turpentine advanced again in the local mar- 
ket and is now selling from $2 to $2.05, f.o.b. New York. 
Rosin prices are unchanged. The general market is very 
quiet. Rosin, common to good, strained. on a basis of 280 
lb. per barrel, is quoted from $19 to $19.25 per bbl.; F, G 
and H grades are $19.75 to $20 per bbl.; and best W W is 
$24.50 to $25.50 per bbl. 

Rope.—No price changes have occurred as yet, but it is 
anticipated in all jobbing circles within the next three 
weeks at the latest. The scarcity and difficulty of getting 
manila hemp is very great, and most of the factories are 
oversold until spring. : 

Quotations are: Jute rope, No. 1, 17%ec. to 18e.: jute rope, 
No. 2, 161%4e. to 17¢.; jute twine wrappings, best grade, 28'4c. to 
38c.; Indian hemp twine, No. 4% to 6-in. basis, 24%4c. to 27c.; 
Manila rope, best grade, 25c. to 26'14c; second grade, 24¢c. to 
25l,e.; hardware grade, 22c. to 2814c.: sisal rope. pure, %-in. 
basis, 19c. to 22%c.; lathe yard, first grade, 19¢ to 2214c.; second 
grade, 17c. to 19l4c. 

Roofing and Building Paper.—The demand among the 
retail trade for prepared roofing is very great at the 
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Office of HARDWARE AGE, 
Chicago, Feb. 4, 1920. 

USINESS in general continues good, but the shortage 

of merchandise is more marked than ever. Buyers for 
jobbing houses state that they are finding it difficult to 
procure goods regardless of prices. A great many manu- 
facturers have notified the trade that they have all the 
orders booked they possibly can fill and will not accept any 
business until such orders which they have on hand are 
completed. 

The Eagle Lock Company have withdrawn all prices on 
night latches, dead locks and door locksets. New prices 
will be quoted only on application. 

_The Chicago market on turpentine shows an advance of 
eight cents per gallon. 

The situation as to black wire cloth and poultry netting 
is becoming very serious. One large mill has withdrawn 
all quotations and refuses to accept orders, claiming that 
their output is entirely sold for this season. 

Galvanized ware is becoming very scarce and jobbers are 
limiting the size of the order to one dozen of an item to a 
customer, in order to secure as wide a distribution as pos- 
sible. Manufacturers have notified the jobber that owing 
to the scarcity of steel sheets, their production will be less 
than fifty per cent of normal. There has been an advance 
of ten per cent on grind stones and grind stone fixtures. 
Dealers in placing their orders should take into considera- 
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present time. Increasing costs of raw material manufac- 
turers claim is responsible for the advance in prices. 

Rubber roofing paper, 1 ply, $2.80; No. 2 ply, $3.40; 
No. 3 ply, $4; all per roll. Tar paper, 1 ply, $2.85; 2 ply, 
$1.95; 3 ply, $2.40. Red rosin sheathing paper, 25-lb. roll, 
$1.65 per roll; 30-Ib. roll, $2.20; 40-Ib. roll, $3.15. 

iene Roofing.—1 ply, $2.18; 2 ply, $2.70; 3 ply, 
$3.22. 

Rubber Garden Hose.—A very substantial demand is being 
made for rubber garden hose and its accesSories. Prices 
are: Rubber garden hose, % in., 6-ply, 14%c. per ft.; 5 in., 
7-ply, 18%c. per ft.; % in., 5-ply, 14c. per ft.; % in., 4-ply, 
wire bound, 1l6c. per ft.; % in., 6-ply, plain, 16c. per ft. 
All prices quoted herewith are for 50-ft. lengths. Lengths 
of 25 ft., add 4c. per ft. 

Hose washers are 45c. per lb. Nozzles, level grade, $7 
per doz.; Will-Wear grade, $7.50 per doz.; galvanized hose 
clamps take a discount of 10 per cent. 

Hose Reels.—Simplex hose reels sell at $15 per doz. 
Reels with galvanized steel drum, 21% in. diameter, handles 
28 in., for 100 ft. of hose, $30 per doz. 

Pruning Shears.—The spring buying season has increased 
interest in this line enormously. Prices are firm. 

Cast iron pruning shears, $2.50 per doz.; 9-in. California 
pattern, black finish, $8.75 per doz.; 9-in., full polished, 
California pattern, $13.50 per doz. 

Grass shears, black finish, 5% in., $2.90 per doz.; full 
polished, warranted, $6.35 per doz. 

Lawn Sprinklers.—These items are receiving their fair 
share of interest in the present spring buying. Prices are 
firm. Go!'ld lacauered, tin ton, 43 in. diameter, $1.40 per 
( Sheet brass ring sprinkler, 8 in. diameter, $7.50 per 
doz. Sprinkler with 3 brass arms, 5 in. high, brass head, 
$14 per doz.; 3 brass arms, 12 in. high, brass head, $16 per 
doz.; 3 brass arms, 24 in. high, brass head, $23 per. doz. 

Sprayers.—Sprayers are in ample demand and the sup- 
ply seems to be fairly adequate to answer normal spring 
buying in this section. 

One-pint sprayer, tin tank, $3.25 per doz.; one-quart same, 
$4.50 per doz.; 1 qt. tin, with brass tank, $10.50 per doz. 

Wire Goods.—Essentially keen interest holds on this line. 
Prices on some items advanced during the past week. 

Stone plain annealed wire, No. 16, $7.85 per 100 Ib.; No. 
18, $8.45 per 100 lb.; No. 20, $9.60 per 100 lb.; No. 24, $11.15 
per 100 Ib. Stone galvanized annealed wire, No. 16, $9.85 
per 100 lb.; No. 18, $10.85 per 100 Ib.; No. 20, $11.85 per 
100 Ib.; No. 24, $12.50 per 100 Ib. 

Black screen wire, 12 mesh, $2.40 per 100 sq. ft.; dull 
finish galvanized wire, 12 mesh, $2.90; 14 mesh, $3.40; 
pearl wire, 12 mesh, $3.75; 14 mesh, $4; copper wire, 14 
mesh, $10.25, all per 100 sq. ft. Poultry netting is quoted 
at 40 per cent off. 


AGO 


tion the length of time it now takes for freight shipments 
to arrive at their destination. Traffic has been and con- 
tinues to be seriously congested for lack of cars and en- 
gines; yards and docks are choked with freight that cannot 
be expedited. Furthermore, the congestion has been inten- 
sified by shippers who formerly shipped by vessels giving 
land transportation the preference because of the relatively 
lower rail rates. 

The shortage of steel sheets has curtailed the output of 
a great many manufacturing plants. An advance of fifty 
cents per hundred was put into effect this week. Jobbers 
have very little if any of this material on hand and deliv- 
eries continue to be very slow. Barb wire is practically 
off the market from a manufacturing standpoint. It seems 
that the mills are using all their available wire for nails. 

Never before has the demand for builders’ hardware been 
so heavy as during the past ten days. Both jobbers and 
dealers have come into the market for large quantities and 
the manufacturer is in a quandery as to when he will ever 
be able to catch up with the orders on hand. Prices con- 
tinue to advance and several of the manufacturers will 
accept business only subject to prices ruling at date of 
shipment. 

Dealers report that never in the history of their business 
has cash sales been as heavy; collections also are above 
normal. 

Axes.—In all probability an advance in the price of axes 
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will be put into effect this coming week. Owing to the 
increasea cost of labor and raw material, manufacturers 
state that they cannot maintain present prices. Orders are 
being accepted only subject to pr.ces ruling at date of ship- 
ment. 

We quote from jobbers’ stocks, 
Single bitted axes, % Ib. to 4 Ib., 
bitted, $20.50 per doz. base. 

Alarm Clocks.—Sales on alarm clocks are very heavy at 
this time. The shortage of skilled’ labor has reduced the 
production and jobbers state that deliveries from the manu- 
facturer continues to be very slow and that they are unable 
to procure shipments in large enough quantities to fill their 
back orders, say nothing about accumulating a_ stock. 
Present quotations are held firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: The American 
alarm clock, dozen lots, $12/24 per doz. Lookout a arm clocks, $15.30 
per doz. Tattoo alarm clocks, $30.30 per doz. Slumber Stopper, 
$33.34 per doz. Bg Ben and Baby Ben, $2.20 each. 

Ash Sifters.—The continued cold weather and the short- 
age of coal has stimulated the sale of ash s.fters. Stocks 
of local jobbers are much below, normal. 

We quote Chicago: Square wood 
frame, wire s.fters, $2.80 per 
doz.; galvanized screens, $3.40 per doz.; barrel sifters, No. 06, 
$12 per doz.; furnace sifters, 30-in., straight handle, 8% x 12 
blade, double tinned, $7.80 per doz.; rotary sifters, No. 104, 936 
per aoz. 

Coal Hods.—The demand is heavy, being above that for 
the same period of last year. Jobbers have not issued 
prices on coal hods for future delivery. Prices quoted be- 
low are for immediate shipment and subject to stock on 
hand. The scarcity of steel sheets has reduced the pro- 
duction. 

We quote from jobbers’ stocks, f.o.b. Chicago: Japanned open 
hods, 17-in., $4.70 per doz.; 18-in., $5.25 per doz.; japanned fun- 
nel hods, 17-in., $5.90 per doz.; galv. open hods, 17-in., $7.20 per 
doz.; 18-in., $7.85 per doz.; galv. funnel hods, 17-in., $8.90 per 
doz.; 18-in., $9.60 per doz. iS 

Tire Chains.—Sales on tire chains continues to be very 
heavy. The roads and streets are very slippery and re- 
quire the steady use of chains. Stocks in general are com- 
paratively light, with the market very firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
chains, 30 x 3%, in lots of dozen pairs, $2.53 per pair. 

Eaves Trough and Conductor Pipe.-—Owing to the scarc- 
ity of steel sheets, naturally there will be a shortage of 
eaves trough and conductor pipe. The open weather which 
perm'ts outdoor work has had a tendency to increase the 
demand and jobbers are finding it difficult to fill orders. 

We quote from jobbers’ stocks, f.o.b. Chicago. 2%-gage, lap 
joint eaves trough, 5-in., $5.55 per 100 ft.; 2-in., plain galvanized 
ridge roll, $5.55 per 100 ft.; 29-gage conductor pipe, 3-in., $6 per 
100 ft. These prices are for full cratelots. 

Files.—There has been no recent price change reported 
on files, but owing to the increase in cost of raw material, 
an advance can be expected at any time. Jobbers’ stocks 
are below normal and present prices are held firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: Nicholson files, 
50-744 per cent discount; New American, 60 per cent discount; 
Disston, 50-10 per cent discount; Black Diamond, 50-5 per cent 
discount. 

Galvanized Ware.—Before issuing new prices, jobbers are 
vo ne for further information from the manufacturers. 
There has been a general advance of approximately five per 
cent. All kinds of galvanized ware is very scarce and job- 
hers are l’'miting the quantity to one dozen of an item. No. 
2 and No. 3 galvanized tubs are practically off the market, 
as johbers have been unable to obtain deliveries from the 
manufacturers. Their stocks on all lines is badly broken 
and manufacturers can give them no assurance as to future 
deliveries. 

Glass.—The situation in this market as to window glass 
has possibly never been paralleled, at least not within the 
memory of those in the industry to-day. Never has there 
been a time when the jobber and manufacturer had more 
orders and less stocks. ‘Plants manufacturing window 
glass have been forced to withdraw from the market as 
their entire output is practically sold for the coming year. 
There no doubt will be a heavy demand a little later in the 
season, as the new constructions now under way require 
window glass. Present prices are held firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: 
A, all sizes, 77 per cent off; single strength B, first 
ets, 77 per cent off: all sizes, double strength A, 79 per cent 
off; putty in 100-Ib. kits, $4.25; glaziers’ points, No. 1, No. 2 and 
No. 3, 1 doz. to package, 65c. per package. 

Clipping Machines and Parts.—A good volume of orders 
for horse-clipping machines is being booked by the jobber 
for immediate shipment, while the demand for sheep-shear- 
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ing outfits continue to be very fair. Dealers will be de- 
prived of sales on this commodity, unless they immediately 
check over their stocks and place, orders for their require- 
ments. 

We quote from jobbers’ 
clipping machines, No. 1, 
mules and cows, list $12.75. 


Chicago: Stewart horsee 
ball-bearing, enclosed type, for horses, 
Top plates, list $1.00. Bottom 
plates, list $1.50. Discounts, 25-5. Stewart clipping machine, No, 
8, for sheep and goats, complete with No. 5 shear, four combs 
and four cutters, $17.00 list. Discount, 

Wood Handles.—The demand is very heavy with the 
available supply far below normal. Handle manufacturers 
are compelled to buy their hickory in competition with the 
automobile manufacturers who are able to pay _ higher 
prices. The market is very firm. 

We quote from jobbers’ stocks, f.o.b. Chicago: No. 1 hickory 
axle handles, $4 per doz; No. 2, $3 per doz.; second growth hick- 
ory axe handles, $6.30 per doz.; extra quality hickory axe han- 
dles, $5 per doz.; No. 1 hatchet and hammer handles, 90c. per 
doz.; second growth hickory hatchet and hammer handles, $1.60 
per doz. 

Lanterns.—Lanterns continue to sell in good volume and 
local stocks are somewhat broken. Present prices are firm, 

We quote from jobbers’ stocks, f.o.b. Chicago: Competition 
lanterns, No. 0 tubular, $6.50 per doz.; No. 2 tubular cold blast, 
$9.35 per doz. 

Paints and Oils.—Manufactuirers of mixed paints con- 
tinue to be far behind with their orders and are working 
overtime trying to catch up. Prices on nearly all staples 
with the exception of turpentine is same as last reported. 
Turpentine advanced eight cents per gallon. Never before 
in the history of the paint business has white and red lead 
been in such great demands. Usually at this time of the 
year the floor and warehouses of the manufacturers are 
filled with goods intended for spring orders, with the pro- 
ducers offering inducements in the way of April 1st terms 
on shipments before that date, to encourage the manufac- 
turers to store their purchases, this year conditions are 
exactly the reverse. Spring terms have been withdrawn 
and instead of warehouses filled with manufactured lead 
products, they are working overtime to fill current orders. 
The linseed oil] market continues steady with comparatively 
slight improvement and light demand outside of actual con- 
tracts. 

The following prices prevail on leading staples: Strictly pure 
linseed oil, 1 to 4 bbl., one delivery, raw, $1.98 per gal.; boiled, 
$2.00 per gal. Terms, 30 days net, or less 1 per cent if paid within 
10 days from date of invoice. Strictly pure gum spirits of tur- 
pentine in barrels, $2.26 per gal. 180-degree, denatured alcohol, 
in barrels, 85c. per gal. Strictly pure white lead, 100-lb. kegs, 
$15.00 each. New York plaster of paris, in barrels, $4.00 per bbl. 
Gilders’ whiting, in barrels, $3.00 per cwt. Pure shellac (4-Ib. 
goods), in gallons cans, white $7.30 per gal.; orange, $6.80 per 
gal.; English Venetian Red, in barrels, $2.50 to $5.00 per cwt. 

Nuts and Bolts.—The present price on nuts and bolts are 
being held firm with the demand greater than the ge 
Jobbers state that they are unable to procure enough bolts 
from the manufacturer to fill their current orders and that 
the shortage is becoming more noticeable, as the spring 
season approaches. Stocks naturally are badly broken. 


We quote from jobbers’ stocks, f.o.b. Chicago: Machine bolts 
up to *% x in., 35-5 off; larger sizes, 25-5 off: carriage bolts 
30 off; larger sizes, 20 off; coach or lag screws, 


up to % x 6 in., g 
gimlet points, square heads, -5 off; hot pressed nuts, square or 


hexagon cap, $1.45 off per 100 lb.; stove bolts, 70 off. 

Wire Nails.—The situation as to wire nails is about the 
same as last reported. The mills are making a special ef- 
fort to fill their orders, but are making very little headway 
as the demand is so heavy. They assured the jobbers last 
week that conditions were improving and that the supply 
of nails was increasing, and while there has been a slight 
improvement, there is not nearly enough nails to go around. 
Jobbers refuse to back order nails and are proportioning 
them out just as fast as they receive them from the 
mills. 

We quote stocks, 
nails, from keg 

Rope.—While there has been no change in the price of 
manila rope since last reported, the fiber market is advanc- 
ing and present prices are held very firm. Jobbers report 
an increase in sales during the past week and state that 
their stocks are in fair condition. 

We quote from jobbers’ stocks, f.o.b. 
manila rope, standard brands, No. 1, 25l¢c. per Ib. base: 
2414c. per Ib. base; No. 3, 22%c. per Ib. base; sisal rope. 
coils, standard brands, No. 1, 19'4c. per lb.; No. 2, 17%c. per 

Solder.—Solder continues to sell in good volume and 
prices are at the same level as reported last week. 

We quote from jobbers’s stocks, f.0.b. Chicago: Warranted 
50-50 solder, in small lots, 42c. per Ib.; in full case lots of 100 
pounds, 40c. per Ib. 


Spark Plugs.—Jobbers report that they are doing a large 


stocks, f.o.b 


25-5. 


f.o.b. Common wire 


base. 


from jobbers’ Chicago: 


$3.90 to $4.50 per 


Chicago: In full coils, 
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volume of business. Manufacturers are making prompt 
deliveries and a good healthy condition exists in this line 
of merchandise. 

We quote from jobbers’ stocks, f.o.b. Chicago: Hercules Giant, 
lots of 1 to 50, 65c. each; lots of 50 to 100, 62%c. each; lots of 
100 and upward, 60c. each; Hercules Junior, lots of 1 to 100, 40e. 
each; lots of 100 to 150, 37!2c. each; lots of 150 and upward, 35c 
each; Hel-Fi standard plugs, lots of 50 to 100, 42!sc. each; lots 
of 100 and up, 40c. each; Hel-Fi superspark plugs, lots of 50 to 
100, 62%4c. each; lots of 100 and up, 60c. each; A. C. Titan plugs, 
63c. each; A. C. Cico plugs, 48c. each; Champion X, each; 
Champion O, 62c. each; Champion Heavy-Duty, 73c. each; Split- 
dorf plugs, 62%c. each: United plugs, Junior, small lots, 40¢ 
each; lots of 100 or over, 3874ec. each; United Giant Heavy Duty, 
small lots, 60c. each; lots of 100 or over 57%ec. each. 


59e, 


Steel Sheets.—The shortage of steel sheets is very acute 
and the output of the mills continues to be very much be- 
low normal. It is reported that some of the independent 
mills are able to get double the price for sheets for prompt 
deliveries. Local jobbers advanced their prices fifty cents 
per hundred during the past week. 

We quote from jobbers’ stocks, f.o.b. Chicago: Galvanized sheets 
No. 28 at $8.00 per 100 lb., 28-gage black sheets, $6.50 per 100 Ib. 

Stove Boards.—Orders for future delivery on stove boards 
are coming in very satisfactory. Road salesmen report 
that they are finding the dealers in a receptive mood and 
have no trouble in persuading them to anticipate their 
wants on stove board. 


We quote from jobbers’ stocks, f.o.b. Chicago: Wood lined 
crystal stove boards, 24 x 24, $13.65 per doz.; 26 x 26, $16.05 per 
doz.; 28 x 28, $18.85 per doz.; 30 x 30, $21.30 per doz.; 33 x 33, 
$25.50 per doz.; 36 x 36, $30.50 per doz. 


Screws.—There has been an increase in the demand for 
screws and sales are reported well above normal. While 
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jobbers are out of some sizes they report that their stocks 
are in fair condition. 

We quote from jobbers’ stocks, f.o.b. 
screws, 72%.-20; flat head brass, 60-20; 
round head blued, 70-20. 

Sash Weights.—There has been no improvement in de- 
liveries by the foundries in sash weights, with the result 
that both jobbers and retailers’ stocks are very low, in 
some instances a premium has been paid for prompt de- 
livery. 

We quote from jobbers’ stocks, f.o.b. Chicago: Sash weights, in 
less than ton lots, $63 per ton; ton lots, shipment direct from the 
foundry, subject to delay, $60 per ton 

Wheelbarrows.—Orders for future delivery on wheelbar- 
rows which are being placed with the jobber, shows that 
the dealer expects a big demand. Manufacturers report 
that they are behind with their orders, and from all indica- 
tions record sales will be made. 

We quote from jobbers’ stocks, f.o.b. Chicago No 
barrows, all steel, $7.25 each; common tray or stave 
$2.75 each; angle leg garden barrows, $4.75 each 

Wire Cloth and Poultry Netting—Owing to the shortage 
of wire, manufacturers are finding it very difficult to se- 
cure enough material to keep their production up to nor- 
mal. Several of the manufacturers have orders booked for 
all the wire cloth and poultry netting they possibly can 
deliver during the 1920 season. Dealers who have not an- 
ticipated their wants, should do so at once or they will find 
that they will not be able to obtain wire cloth when the 
season opens. 

We quote from jobbers’ f.o.b. Chicago: Black painted 
wire cloth, 12-mesh, $2.25 per 100 sq. ft.; poultry netting, galvan- 
ized before weaving, 50 per cent discount; galvanized after weav- 
ing, 45 per cent discount. 


Chicago: Flat head, bright 
round head brass, 5742-20; 


4 tubular 
barrows, 


stocks, 


CLEVELAND 


Office of HARDWARE AGE, 
Cleveland, Feb. 9. 

Business in wholesale and retail hardware lines continues 
heavy, and the shortage in many lines of merchandise is 
becoming more acute. Retailers up to the present time 
have usually been able to get what they want by shopping 
around at the different jobbing houses, but now they find 
that there are items that they are not able to obtain from 
the stocks of any of the jobbers. Retailers as a whole are 
apparently realizing more than ever the seriousness of the 
delivery situation, and the necessity of placing orders early 
for goods that will not be needed for some time and are 
ordering for future requirements all the goods they are 
able to pay for. In many cases they are asking for early 
deliveries even if they do not want the goods for months. 
This attitude is illustrated in the placing of orders for 
sleds for next winter and asking for early delivery. The 
car shortage is helping to make the situation more acute, 
as goods are being long delayed in transit. The shortage 
in steel mill products appears to be growing worse, this 
applying to nails, wire, sheet steel and sheet bars. 

Numerous price advances were made during the week, 
gas and oil and combination stoves, garden tools, valves 
and fittings and wood screws being among the important 
items marked up. While regular quotations on nails have 
not been changed one jobber has advanced nail prices 25c. 
a keg because of being compelled to pay an advance in 
mill prices to get a supply. 


Automobile Tires and Accessories.—Country merchants 
are placing orders for casings and tubes for the spring 
trade and jobbers report a very satisfactory volume of 
business from this source. There has been some talk of a 
price advance on tires, but there is no confirmation of this 
report. Retailers are also placing orders for pumps, spot 
lights and other accessories for spring delivery, and there 
is a steady demand for spark plugs. A price advance is 
announced on the Stewart spot light from $6.50 to $7.50 
on the list price. No change is made in the discount. 


Bicycles.—Dealers are looking for a very good vear in 
bicycles. Jobbers are now taking orders for spring delivery, 
and report a very good volume of business. 


Bolts and Nuts.—Deliveries on bolts and nuts are very 
slow, particularly on the smaller sizes. The demand is 
heavy. Jobbers’ discounts to the hardware trade for ship- 
ment from stock are as follows: 

Machine bolts, % x 4 in., smaller and shorter, roll 
and 10; cut thread, 30 and 10; larger and 
riage bolts, % x 6 in., smaller and shorter, roll 
thread, 30 and 5; larger and longer. 20 and 5° lag bolts, 40 and 5: 
stove bolts, 60 and 10; nuts, Keg lots tapped, $1.50 off list for both 
square and hexagon. 


thread, 40 
longer, 20 and 5: ecar- 
thread, 40° cut 


Ceiling Wax.—A price advance of 10 per cent has been 
made on ceiling wax, which is now quoted at $7 per gross. 

Curry Combs.—Prices on curry combs have been marked 
up 10 per cent. 


Emery Tool Grinders.—A price advance of 10 per cent 
has been made on Luther tool grinders. 

Fishing Tackle.—Jobbers are now taking orders for fish- 
ing tackle for spring delivery, and report a very good de- 
mand. 

Fry Pans.—A price advance of 10 per cent has been made 
on the Acme line of fry pans. 

Galvanized Ware.—The supply of galvanized ware up to 
the present time has been fairly plentiful, but shipments 
are slow and jobbers see signs of a shortage. Prices have 
been advanced 10 per cent. ‘ 

Jobbers quote 12-qt. pails, $4.50 per doz.; 14-qt. pails, $5 per 
doz.; 16-qt. pails, $6 per doz.; No. 2 galvanized tubs with wringer 
attachment, $14 per doz 

Game Traps.—Retailers are placing orders for game 
traps for future delivery and jobbers report a fair demand. 
A price advance of 20c. per doz. has been made on the 
No. 1 Victor trap, which jobbers now quote at $1.85 per doz. 

Grass Catchers.—Prices on grass catchers have been 
marked up 10 per cent. Jobbers are now taking orders 
for spring delivery for shipment up to May 1. 

Grate Fenders.—Prices on grate fenders and spark guards 
have been advanced 20 per cent. 

Hammers and Hatchets.— Most of the leading manufac- 
turers have advanced prices on hammers and hatchets from 
10 to 15 per cent. There is a good demand, and shipments 
are slow. 

Heating Boilers and Radiation.—A price advance of 7% 
per cent is announced on steam and hot water heating boil- 
ers and radiation. 

Nails and Wire.—The demand for nails continues heavy 
and the shortage is as acute as ever. One jobber, being 
unable to secure shipments from his regular source of supply, 
has purchased some nails from another mill at higher than 
regular prices, and is selling these at $4 per keg, or a 25c. 
advance. This jobber is accepting orders for only three 
lees from a customer. and is taking no back orders. Wire 
is in even worse condition than nails, some jobbers having 
no wire whatever in stock. Regular prices for less than 
carload lots are as follows: 

Wire nails, $3.75 per keg: No. 9 galvanized wire, $4.20 per 100 
Ib.: No. 9 annealed wire, $3.50 per 100 Ib.; cement-coated nails, 
$3.35 per 100 Ib 








76 


Plumbers’ Brass Goods.—Prices on plumbers’ brass goods 
have been marked up 10 per cent. Deliveries are very slow. 

Poultry Netting and Wire Cloth.—There is a good de- 
mand for poultry netting and as there is likely to be a short- 
age some of the jobbers are limiting orders to 10 rolls to 
a customer. Wire cloth is moving well, and some of the 
jobbers are getting about sold up. Jobbers quote prices as 
follows: 
_ Poultry netting galvanized after weaving 40 and 5 per cent off 
list; wire cloth, $2.35 per 100 sq. ft. for black, and $2.85 for gal- 
vanized. 

Roller Skates.—Prices on roller skates have been ad- 
vanced 20 per cent. Retailers are now placing orders quite 
freely for spring delivery. 

Rope.— Rope is in fair demand, with no change in prices. 
Jobbers quote best grades of ropes at 24%c. per lb. at mill 
and 454c out of stock. 


Screws.—A 10 per cent advance is announced in prices on 
wood screws. New prices are as follows: 

Flat head bright screws, 75 and 10 per cent 
head blued, 72% and 10: fiat head japanned, 60, 10, 


round head nickel, 60, 10 and 5. 

Shears and Scissors.—Prices on shears and scissors have 
been advanced approximately 15 per cent. Orders are being 
taken by jobbers subject to prices prevailing at time of 
shipment. 

Sleds.—The demand for sleds has been stimulated by the 
large amount of snow this winter, and retailers’ stocks are 
about all cleaned out. Jobbing houses are now taking 
orders for sleds for next fall delivery, and one Cleveland 
jobber reports that his sales already are 100 per cent in 
excess of those during the entire 1919 season. Some re- 
tailers are afraid that they will be unable to secure de- 
liveries and are asking that shipments be made at once. 

Steel Gocds.—The American Fork & Hoe Company, as 
previously reported, withdrew its prices on hoes, forks, 
rakes. garden cultivators, etc., late in January, and an- 
nounced that prices would be advanced. This has been 
followed by an announcement that the advance will be 10 
per cent. Orders are being taken at the advance for ship- 
ment until March 1. A large share of the trade, however, 
took advantage of the lower prices by placing orders before 
the advance. 

Steel Sheets.—The sheet situation shows no improvement. 


discount; round 
10 and 10; 
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Jobbers are unable to get shipments except in very limited 
quantities and mills that are able to make good deliveries 
are making sales at premium prices. Under the circum- 
stances there is considerable irregularity in quotations, 
jobbers’ prices depending on prices they have to pay mills. 


Stove Boards.—Stove boards are in very good demand 
for delivery next fall. Jobbers are taking orders at the 
recent advance in prices. 

Stove Pipe.—There is a heavy demand for stove pipe for 
next fall delivery, and a shortage is probable. One local 
jobber placed an order with a manufacturer larger than 
usual, buying all he could secure, but is already oversold, 
and has withdrawn prices from the market. 


Stoves.—Stove prices have been advanced following the 
recent withdrawal of all prices. The advances by different 
manufacturers are not uniform, but will average approxi- 
mately 12, per cent. These advances apply to oil, gas and 
combination stoves. Manufacturers will take orders until 
July 1 at the new prices, but will not guarantee deliveries 
before May 1. 

Tacks.—Tacks are in fair demand at the recent price 
advance. Jobbers’ prices are as follows: 

Upholsterers’ tacks, 6-0z., 25-lb. boxes, 20c. per lb.; bill posters’ 
tacks, 6-0z., 17c. per lb.; earpet tacks, 6-0z., blued in bulk, 18c. 
per lb.; cut tacks, No. 8, %4-lb. packages, 65c. 

Tire Chain.—The demand for tire chain continues very 
heavy and stocks are almost wholly cleaned out. A _ local 
jobber has not yet received a carload lot shipped Jan. 8, 
and has any number of back orders. Prices are unchanged. 

Jobbers quote Weed Tire Chain in lots up to 12 as follows per 
set: 30 x 314, $4.32; 32 x 4, $5.25; 24 x 4, $6.02. 

Valves and Fittings.—Several weeks ago manufacturers 
of valves and fittings withdrew prices and announced that 
rr'ces would be made at time of shipment. This uncertainty 
about prices apparently did not meet with a great deal of 
favor and new prices have been announced on cast iron 
and malleable iron fittings and on valves which represent 
an advance of 10 to 15 per cent. Prices cuoted by Western 
makers are reported to be somewhat lower than those 
quoted by Eastern manufacturers. The demand is heavy 
and deliveries are slow. 

Weather Strip.—Prices on felt weather strip have been 
advanced 10 per cent. Jobbers are now taking orders for 
fall delivery. 


BOSTON 


Office of HARDWARE AGE, 
Boston, Feb. 7, 1920. 

CCORDING to the local jobbers, January hardware book- 

ings ran well ahead of those for the corresponding 
month last year, and collections were remarkably good for 
that month. The activity in the various shipping rooms 
seems to bear out the statements of the jobbers. All of 
which reflects activity and prosperity in the retail hard- 
ware field. And yet, as noted a week ago, conservatism is 
more evident everywhere notwithstanding that it is no easier 
to secure goods than it was a month or two ago, and that 
price advances on various kinds of hardware have been noted 
during the past week. The general feeling persists that we 
may expect a check in the upward movement of prices and 
of business activity, and perhaps a drop in values. 

It is not believed, however, that the drop in prices will 
be violent. Instead, it is believed it will be gradual; that 
general business will not be greatly disrupted. As near as 
we can discover, this conservatism is based largely on the 
money situation. It is growing more and more difficult for 
the average business house to secure loans from banks. 
In other words, the expansion of bank credit appears to have 
reached a point where it is necessary to go slow. For- 
tunately the average concern engaged in the hardware busi- 
ness, large and small, has made money during the past year 
or two and probably is in a better financial position than has 
been the case before in years. The effect of the curtailment 
of bank credit, therefore, is noticeable in other lines of 
business. But the thinking hardware interests believe that 
the money situation sooner or later will be reflected in their 
business. People who take this stand are by no means pes- 
simistic. On the contrary, they. are of the opinion that the 
recession in consumptive buying and in prices will extend 
over a long period and that there will be plenty of oppor- 
tunity this year to further improve one’s financial standing. 
But they do believe that it is time to begin giving more 
thought to purchases of material, of turning one’s goods 


over more often, of being not overstocked with goods at any 
period during the next six or eight months. 

Baseball Goods.—As indicated last month, the demand for 
baseball goods is beginning to assume large proportions, 
and there is every reason to anticipate a shortage of balls 
and bats before the spring season of the national game 
opens, inasmuch as the manufacturers feel they will be 
unable to supply the wants already on their books. Young 
America apparently is growing fonder and fonder of outdoor 
sports, and one influence of prohibition is that youth is pro- 
vided with more funds than ever to gratify his wish for the 
necessary articles connected with various sports. At least, 
that is a phase of the prohibition question, according to the 
manufacturers of balls and bats. 

We quote from jobbers’ stocks: 
$12.84 per doz.; Major League, $10.20; No. 16, $8.50; King of the 
Field, $4.30; Junior League, $2.20; Crackajack, $2. Baseballs— 
National League, $16.50 per doz.; Professional League, $8; Dollar 
Dead, $8; Boys League, $4.50; Junior League, $4; Junior League 
special, $2.50; Young America, $2; Dandy, 88c. 

Bicycles.—The Westfield Mfg. Co., Westfield, Mass., an- 
nounces an advance in its prices on Pope bicycles. The ad- 
vance means that the retail hardware dealer will have to 
pay about $4.50 per machine more this season. This com- 
pany and other bicycle manufacturers have a tremendous 
amount of business on their books. Most of them are hav- 
ing more or less difficulty in securing materials from the 
mills, ete., which will slow up deliveries all down the line 
to the consumer. 

Blankets.—One of the largest manufacturers of blankets 
in the country has notified the local jobbing trade of an ad- 
vance of approximately 7 per cent on burlap blankets, which 
figures out about 15c. per blanket. 

Bolts and Nuts.—Local quotations on expansion bolts 
have been advanced from 10 to 15 per cent. One by one 
the various kinds of bolts are being marked up as it grows 
more and more difficult to obtain them. The local supply of 


Bats—Louisville Slugger, 
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nuts is growing smaller and smaller, especially that of the 
small sizes. The most distressing feature of the situation 
appears to be the inability of the jobber to secure any 
encouraging word from the manufacturer as to when ship- 
ments may be expected. 

We quote from jobbers’ stocks: Machine bolts, C. T. D. nuts, 
t x % and smaller, 20 per cent discount; 4% x % and larger, 
10 per cent discount, with H. P. nuts, 4 x % and smaller, 25 per 
cent discount ; 4% x % and larger, 15 per cent discount; common 
carriage bolts, 6 x 34 and smaller, 15 and 5 per cent discount; 
6% x % and larger, 10 per cent discount; tap bolts, list plus 15 
per cent; Eagle carriage bolts, 60 per cent discount: stove bolts, 
large quantities, 60 per cent discount; bolt ends, 15 per cent dis- 
count; tire bolts, 45 per cent discount; semi-finished nuts, 9/16 
and smaller, 65 per cent discount; % and larger, 50 and 10 per 
cent discount; finished case hardened nuts, 50 and 10 per cent 
discount; H. P. square blank in full keg, tapped: hexagon, blank, 
tapped; C. P. C. & T. square blank, tapped; hexagon blank and 
tapped, tist plus lc. 

Drills.—The long expected advance in drills has material- 
ized. For some time the makers of drills have been doing 
a tremendous business by drawing down on their surplus 
supplies of steel. These supplies have now become virtually 
exhausted, and being unable to get fresh stock from the 
mills in desired quantities, the drill makers are obliged to 
go into the open market and pick up whatever stock they 
can find. Naturally they are paying better than the market 
quotations for such lots. Manufacturing costs are too high 
for the drill maker to absorb the increased cost of raw ma- 
terial, consequently they were obliged to advance their lists. 
La ~ 
The advance amounts to 10 to 15 per cent. 

We quote from jobbers’ stocks: Carbon drills, sizes up to 1% 
in., straight shank, 40 per cent discount; bit stock drills, 45 per 
cent discount; blacksmiths’ drills, 40 per cent discount: center 
drills, 40 per cent discount; rachet drills, list; wood boring brace 
drills, 45 per cent discount; high speed drills, price on application. 

Reamers.—Bit stock reamers, 20 per cent discount; bridge sq. 
and T. S., standard makes, 55 per cent discount; chucking ream 
ers, 15 to 25 per cent discount. 

Galvanized Ware.—The recent advance in local galvanized 
ware prices appears to have increased rather than to have 
decreased the demand. The manufacturers are still far be- 
hind on deliveries and there is every indication that they 
will experience an abnormal season in 1920. 

We quote from jobbers’ stocks: 
each; with three stays, $5.50 each. 

Coal-hods.—Japanned, No. 5, $4.09 per doz.; No. 6 
$4.80. Galvanized, No. 515, $6.26 per doz.; No. 516, § 
$7.50; No. 518, $8.18; No. 186, extra heavy, $12.75; 
with sets, $33. 

Pails.—Kight-quart, 
14-qt., $5.45; heavier pails, 
dozen, $9.15. 

Tubs.—Galvanized, No. 200, $21.60 per doz.; No. 300, $24. 

Haying Tools.—The recent 10 per cent advance in rakes, 
hoes, forks, etc., apparently is not stopping the country 
retail hardware trade from buying haying tools, judging 
from the orders being received by the local jobbers. New 
goods are coming forward from the manufacturers slowly, 
but there is every reason to hope that by the time the retail 
trade will want stock the jobbers will be in a fairly good 
position to make deliveries. 

_We quote from jobbers’ stocks: Scythes, clipper, $13 per doz. ; 
Little Giant, high grade, $16; snaths, ash, $13 per doz.; cherry, 
$15.50; brush, $13.75. i 

Hose.—The leading makers of rubber hose have advanced 
their prices about Y,c. per foot. Most of them virtually 
have cut out Y,-in. and 44-in. hose this year, confining 
themselves to %-in. They, as well as the local jobbing 
trade, are anticipating a huge demand for hose this year 
owing to the fact that so little new stock was consumed last 
year. Anticipating a big business, they are fast putting 
their houses in order for it. 


We quote ffrom jobbers’ stocks: 
Milo, %5-in., 15%4c. per ft.; Good 


Ash cans, without stays, $3.50 









$4.39; No. 7 
5.94; No. 517, 
extra strong 


$3.90 per doz.; 10-qt., $4.40; 12-qt., $4.80; 
40 Ib. to the dozen, $7; 50 Ib. to the 


Bulldog, %-in., 19e. per ft.: 
Luck, %-in., 15¢. per ft. 

Iron and Steel.—Local stocks of steel are down to almost 
nothing, according to the jobbers. On certain sizes it is 
virtually impossible to find anything in stock. As a result 
more and more people have been obliged to substitute iron, 
the supply of which is fair. 

lron.—Refined, per 100 Ibs., $4.50 base except as noted: round 
and square, % and 7/16 in., $5.50; 14, 9/16 and 2% in. and larger, 
$4.90; over 6 in. wide, $5.50; best refined, $5.50; Wayne, $7; band 
iron, $5.45; hoop iron, $6.54; Norway iron, $20: broken bundles 
of hoops, 2c. extra; broken bundles of other iron, Mc. extra. 

Steel.—Soft steel bars, $4.25 per $100 Ib. base: flats. 6 in. wide 
and narrower, over 2 in. thick, $4.75; over 6 in. wide and not 
even inches, $5.10; concrete _bars, plain round and square, $4.25 
base ; twisted squares, $4.75; structural, angles, channels and 
tees under 3 in., $4.25 base; 3 in. and over, $4; cold rolled steel, 


rounds, $6 base; squares, hexagons and flats, $6.50; tire steel, 
mx and larger, $4.95; narrower and thinner, $5.45: open 
hearth spring steel, $8.75; crucible spring steel, $12.75: steel 


bands, $5.45; hoops, $6.45; No. 10 sheets, $5.55; plates, 4 in. and 


heavier, $4.80 base. 


Irons.—The Chicago Flexible Shaft Co., Chicago, has 
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issued a new list on electric irons to the local jobbing trade. 
The new list shows an advance, of course. 

Lawn Mowers.—Some improvement in the number of 
bookings by jobbers for lawn mowers is noted. The buying 
movement has by no means gotten under way, according to 
the way of thinking here. 

We quote from jobbers’ stocks: Cheaper grades, 14-in., $4.80 
each; 16-in., $5; 18-in., $5.20. Ordinary grades, 16-in., $7.50 each; 


18-in., $7.80. Better grades, 14-in., $11.40 each; 6-in., $12.54; 
18-in., $13.68; 20-in., $14.82. fall-bearing mowers, 14-in., $12.67 
each; 16-in., $13.94; 18-in., $15.20; 20-in., $16.47. 


Lead.—No further advance in lead prices is noted here, 
but people who ought to know feel that there will be one 
within the near future. The margin of profit, based on the 
cost of pig lead to-day, they say, is too narrow to permit of 
sufficient profit. 

We quote from jobbers’ stocks: lead, 15%4c. per Ib 

Nails.—There has been a still further advance in gal- 
vanized cut nail quotations, amounting to 50c. and bringing 
the price up to $11 per keg base. The market on other 
kinds of nails is unchanged, but extremely strong owing to 
the continued scarcity of offerings and the large number 
of back orders on jobbers’ books. 

Wire nails, per keg, $4.50, $5 
‘ standard, 100-lIb. keg 
nails, $11 per 


Sheet base 


We quote from jobbers’ stocks: 
$5.50, $6 base; coated wire 
base, cut nails, $7.25 per cask 
keg base. 

Nut Picks and Crackers.—One of the leading manufac- 
turers of nut picks and crackers has advanced his prices 
about 15 per cent. For instance, stock that on Dec. 4 last 
sold at $27 per dozen now costs $31.22. 

Pliers.—The Utica Drop Forge & Tool Co. announces an 
advance of approximately 10 per cent in its list. The ad- 
vance follows closely on a similar one made by other manu- 
facturers of pliers. 

Poultry Supplies.—Poultry supplies of all kinds, but es- 
pecially incubators, feeding apparatus and brooders, are 
beginning to move freely out of jobbers’ hands. There has 
been some talk of an advance of prices on galvanized net- 
ting, but to date the local jobbers have made no change in 
their lists. 

Roofing Paper.—The manufacturers of roofing paper have 
made a still further advance in their quotations and the local 
jobbers have corrected their lists accordingly. The manu- 
facturers say that the constantly advancing cost of raw 
materials and the inability to secure desired quantities at 
any price necessitated their advancing prices as a precau- 
tionary measure. They also say they have an exceptionally 
large amount of business on their books for nearby and 
spring delivery, which would indicate that somebody is get- 
ting ready for a pronounced increase in the spring building 
program. 

We quote from jobbers’ stocks: 
one-ply, $2.20 per sq. ft.; two-ply. 
$3.23 per sq. ft. Tarred felt, good quantity, 

Sash Cord.—One of the largest manufacturers has ad- 
vanced his prices on sash,cord from lc. to 3c. per pound, 
and the other manufacturers are expected to take similar 
action within a short time. The advance was somewhat of a 
surprise to the local jobbing trade in view of the recent 
action of the raw cotton market. The jobbers feel that 
manufacturing costs must have advanced sufficiently to 
warrant the higher cord prices. , 

Screws.—As intimated a fortnight or so ago, the leading 
manufacturers of wood screws have advanced their prices 
once more, this time approximately 10 per cent, owing to 
the increased cost of raw material and a belief on the part 
of the manufacturers that they will be unable to supply all 
the orders this year that are on their books this minute. 

We quote from jobbers’ lists: Wood screws, flat head bright 
72% per cent discount; flat head blued. 724% and 5 per cent 
discount: round head blued, 70 per cent discount: flat head brass, 
60 per cent discount; round head brass, 57's pet discount: 


nails. $5 pet 


base; galvanized 


Roofing papers, first grade, 
$2.71 per sq. ft three-ply 
$96 per ton. 





flat head brass plated, 6214 per cent discdunt; round head 
nickeled, 60 per cent discount; flat head galvanized, 574, per cent 
discount. 

Coach screws, 35 per cent discount; iron machine screws, 60 


per cent discount; cap set screws, 45 per cent discount; set 
screws, 50 per cent discount. 

Shovels.—Practically all of the manufacturers of fire 
shovels have advanced prices on galvanized and wire stock 
approximately 33 1-3 per cent. Considering the action of 
values on other galvanized articles and on wire products 
during the past few months, the advance on fire shovels is 
by no means unreasonable. 

Toys.—The new price list issued by the A. C. Gilbert Co., 
New Haven, Conn., effective Jan. 31 last, has been with- 
drawn and a new one substituted, which apparently shows 
zn advance of 10 to 20 per cent on about a third of the 
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numbers contained therein. This advance, in a large meas- 
ure, is an effort on the part of the company to protect itself 
against higher raw material prices and in view of the tre- 
mendous demand for toys of all kinds. The lists of the 
other manufacturers of steel toys show price advances of 
from 25 to 50 per cent as compared with last year’s quota- 
tions at this time. 

Weights.—Although the market is by no means active, 
the demand for window weights is much more interesting 
from the selling standpoint than it has been before in sev- 
eral years. This increased inquiry for weights bears out 
suggestions along other lines that the building program of 
the country in general for spring is a large one. Prices for 
window weights by the 100-lb. lots are nearly $1 higher, 
which is not unusual considering the skyrocketing of scrap 
metal prices during the past few months and the scarcity 
of sand, etc. 

We quote from jobbers’ stocks: Window weights, 3%4c. 
from the foundry, $3.60 per 100 Ib. 

Wood Work.—Rims, spokes, shafts and the like have been 
advanced about 20 per cent by the Boston jobbers, who sim- 
ply are following a similar course taken by the leading man- 
ufacturers. 


per lb. ; 
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Wrenches.—The demand for wrenches of all kinds, but 
especially the better kinds of small ones such as are used 
in connection with the automobile trade, are in exception- 
ally heavy demand. The manufacturers are having consid- 
erable difficulty in getting raw material, and that which 
they do secure, in nine cases out of ten, costs more money 
than anticipated. Naturally the raw material supply situa- 
tion is reflected in the local jobbing market quotations, 
which, although no higher, are extremely strong. In fact, 
there has been considerable talk of late of a further ad- 
vance in wrench prices. 

We quote from jobbers’ stocks: Stilson and Trimo, 50 and 10 
per cent discount; Coes and parts, in full packages, 25 and 71, 
per cent discount, in broken packages, 25 per cent discount; drop 
forged wrenches, 20 per cent discount; Wescotts wrenches, new 
list, 10 per cent discount. 

Wringers.—The recent advance in wringers has served to 
increase the demand. Local stocks are not especially large, 
and some jobbers have experienced a little trouble in filling 
all orders. The manufacturers, however, promise to make 
deliveries at an early date. Goods will be shipped out to 
retailers as fast as possible. 


We quote from jobbers’ stocks: 
per dozen; No. 2, $27; No. 3, $36. 


Mop wringers, No. 
Discount 


1, $42 list 
30 per cent. 
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Office of HARDWARE AGE, 
PITTSBURGH, Feb. 7, 1920. 

* spite of the great handicaps of car shortage and a very 

light supply of coal and coke, output of pig iron by the 
furnaces of the country in January was the heaviest of any 
month since January, 1919. During January 39 more b.ast 
furnaces resumed blast, while only 11 blew out, a net gain of 
furnaces in blast of 28 in January, and output of pig iron 
of all grades in January was 3,015,181 tons, compared with 
2,633,268 tons. 

At the present time there are in operation in this coun- 
try 290 blast furnaces that are making pig iron at the rate 
of 35,860,000 tons per year, which is nearly 92 per cent 
of the heaviest output of pig iron ever made in this country 
since the year 1918. However, it is very likely output of 
pig iron in February will show a falling off as compared 
with last month. The coal and coke situation is worse, a 
number of blast furnaces already being banked for lack of 
coke, others are on the ragged ‘edge and wil go out in a 
short time, unless coke comes in faster than it has been 
doing for some time. In addition, there are two days less 
in this month than in January, and that alone means a big 
loss in production. Prices of pig iron continues to advance 
rapidly, and a few days ago the ore producers announced 
an advance of $1 per ton on all grades of Bessemer and 
non-Bessemer ores for this year. In ordinary blast fur- 
nace production two tons of ore are used to make a ton of 
pig iron, so that this advance means about $2 more cost 
in making pig iron. This advance will no doubt be re- 
flected in still higher prices for billets and sheet bars and 
on all lines of finished steel products. The whole steel 
market is showing strong signs of advancing prices, and 
the end is not yet, for we are really having a runaway 
market, and it is no longer a question of price, but whether 
the intending buyer can find a mill that will agree to take 
his order, even for indefinite shipment. There is an acute 
shortage in pig iron, also in billet and sheet bars, and on 
nearly all lines of finished steel products. Mills are sold 
up for some months ahead and are taking on only such 
orders from regular customers as they feel they should not 
turn down. In sheets, plain wire, wire nails, iron and steel 
pipe and oil well tubular goods, there never was known 
such a shortage in the supply as exists at present, nor was 
the consuming demand for these products ever as heavy 
as it is right now. There is an entire absence of specula- 
tive buying, and orders being placed are for actual needs 
of consumers. 

The car supply is worse, and does not promise to be any 
better for several months. It is said the Carnegie Steel 
Co. has over 150,000 tons of finished steel products piled in 
its warehouses and mill yards. waiting cars for shipment. 
The American Sheet & Tin Plate Co. is reported to have 
over 50,000 tons of finished sheet and tin plate piled in 
yards and warehouse for which it cannot get cars. The 
country’s producers have had to restrict output very much 
owing to lack of cars, the car supply on some days last week 
having been as low as 25 per cent of normal. Iron and 
steel manufacturers are certainly doing business under 
very trying conditions. They fully realize the pressing 
demand for their products and are doing all they can to 


meet it, but are hampered, both in amount of output 
ana shipments, by shortage of coal and coke, also of cars, 
and to some extent inefliciency of laoor. No apprehension 
is felt in the steel trade here over the recent severe drops in 
foreign exchange. lt is certain that the domestic demand 
tor 1r0n and steel products over the next two or three years 
is going to tax tne fuil capacity of blast furnaces, steel 
works and all manutacturing p.ants to meet it. In fact, 
many believe it would be the best thing that would happen 
in this country if exports of stee! products, foodstuffs and 
other goods were stopped. This would mean a much larger 
supply for domestic use and would likely result in lower 
prices on nearly everything. 

Conditions in the hardware trade are fairly satisfactory 
as regards volume of business, but are decidedly unsatis- 
tactory from the standpoint of getting the goods. Jobbers 
and dea‘ers have informed the HARDWARE AGE representa- 
tive that never before in their history have they found it 
as hard to get delivery of goods as at present. This comes 
mostly from two causes, first from shortage of supply of 
cars, and second from shortage in supply of goods. A fac- 
tory may run to 90 per cent of normal capacity, and yet 
its output of goods is not over 75 per cent of normal, if 
that large. This comes from inefficiency of labor, which 
is reported all over the country. Men are making the 
highest wage ever known, and after working three or four 
days and getting more money than ever before, they simply 
loaf on the job for the rest of the week. This condition is 
likely to last for some time, and several leading authorities 
in the steel trade have stated, that in their opinion, the only 
remedy for the situation is a period of business depression 
and idleness of labor, that will bring the workmen to their 
senses. 

Prices on all hardware goods are very strong and on 
some lines are higher. Saws are up about 10 per cent, 
plate glass can hardly be had at any price, sheets are up 
fully $5 a ton and so on through the list. Jobbers and 
dealers are very short of goods and are doing their best 
under the adverse conditions. 

Aluminum Kitchen Ware.—A _ recent statement in 
HARDWARE AGE that the manufacturers had advanced alu- 
minum kitchen ware from 5 to 7% per cent is incorrect so 
far as the Aluminum Kitchen Utensil Co. is concerned. 
This company states it has made no advance lately in its 
aluminum kitchen ware products and is still selling at the 
old discounts. 

Automobile Tires.—The trade seems to be getting ready 
for an advance of from 10 to 20 per cent in prices of auto- 
mobile tires, announcement of which is likely to come out 
any time. Buying of tires and automobile accessories is 
heavy and jobbers’ and retailers’ stocks are moving out to 
consumers about as fast as they are received. 

Nuts, Bolts and Rivets.—It is said two leading makers 
of nuts, bolts and rivets are not quot’ ng prices, but are 
taking orders on the basis of prices in effect at the time of 
shipment. They sav costs are going up steadily and they 
cannot afford to sell very far ahead, and take chances on 
their stocks being much higher. Demand is abnormally 
heavy and makers of nuts, bolts and rivets say they are 
sold up over this quarter, and have a good deal of business 
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on their books for second quarter. Prices are very firm, 
and likely to be higher in the near future. Discounts quoted 
by most of the leading makers in large lots for first quar- 
ter delivery, are as follows: 
Large structural and ship rivets................++++++$4.15 base 
Large boiler rivets 4.25 
Small rivets, 4 7/16 in. diameter, 

50 per cent off list 


in., 5/16 and 


Machine bolts, hp. nuts, % in. x 4 in.: 
Smaller and shorter, rolied threads....50 and 10 per cent off list 
Cut threads 50 per cent off list 
Larger and Jonger sizes.............0- 40 and 5 per cent off list 

Machine bolts, ¢.p.c. and t. nuts, % in. x 4 in.: 

Smaller and_ shorter 40 and 5 per cent off list 
Larger and longer ...............---..9 and 5 per cent off list 
Carriage bolts, % in. x 6 in.: 
Smaller and shorter, rolled threads....45 and 5 per cent off list 
Cut threads 40 and 5 per cent off list 
Larger and longer sizes............... 30 and 10 per cent off list 
Lag bolts 50 and 10 per cent off list 

Plow bolts, Nos. 1, 2 and 3....................50 per cent off list 

Plow bolts, Nos. 4 to 10 50 plus 20 per cent off list 

Hot pressed nuts, sq. blank 

Hot pressed nuts, hex. 

Hot pressed nuts, sq. tapped 

Hot pressed nuts, hex. tapped 

C.p.c. and t. sq. and hex. nuts, blank 

C.p.c. and t. sq. and hex. nuts, tapped....... 

Semi-finished hex. nuts: 
%& in. and larger 
9/16 in. and smaller 


2.50¢. per lb. off list 
25c. per Ib. off list 


.00c. per Ib. off list 
.2.25e. per Ib. off list 


65 per cent off list 

70 and 10 per cent off list 
75-10 per cent off list 
75-10-2% per cent off list 
60-10 per cent off list 
1919. 
Pittsburgh 


Tire bolts 

The above discounts are from Nov. 

All prices carry standard extras, 

Iron and Steel Bars.—Another advance of fully $5 a ton 
has been made in prices of coke iron bars and the new de- 
mand is away beyond the ability of the mills to supply 
as fast as wanted. Mills rolling steel bars, report they are 
sold up for months ahead, and in the case of the two lead- 
ing makers, the Carnegie Steel Co. and the Jones & Laugh- 
lin Co.. these concerns report they are filled up for practi- 
cally all of this year. We now quote coke iron bars in car- 
loads and larger lots at 4c. to 4.25c. and refined iron bars 
at 4.25c. to 4.50c. We auote steel bars rolled from billets 
at 3c. to 3.50c. mill, Pittsburgh. 

Sheets.—There is no falling off in the new demand for 
sheets, and mills are sold up for three or four months; in 
fact, practically have no sheets to offer for delivery this 
side of Julv. Prices are very firm and in the past week 
are fully $5 higher. A large amount of business is being 
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Minneapolis and St. Paul, Feb. 4, 1920. 
Office of HARDWARE AGB, 

HIS week has seen the repetition of the past few weeks’ 

market conditions, in regard to scarcity of goods, 
price advances, and continued demand from all sources for 
more and ever more merchandise of all kinds and descrip- 
tions. Many times the prediction has been made that prices 
would soon reach a point where buying would be seriously 
curtailed, but there is apparently very little such effect so 
far. Factories have during the week announced many 
changes, some of which have been placed in effect by the 
local jobbers. Wood screws in iron in the various styles 
have been advanced, and many items in the galvanized line 
have gone the same road. THIS coming week will un- 
doubtedly see many more items go upward in price follow- 
ing the advances made by the factories. The steadily 
advancing prices are aided as a handicap to business by the 
inability of the factories to produce anywhere enough goods 
to meet the demand. Orders are returned in many cases 
with the information that the makers are entirely sold out 
for months ahead, cannot obtain enough raw material to 
fill present orders, and are not in position to accept any 
new business. The jobber and dealer who has his orders 
placed for spring goods is fortunate, for there is every in- 
dication of a shortage of items along this line. Makers of 
wire cloth, for one item, have found it very hard to obtain 
the material for their product, and warn the trade to stock 
as early as possible. 

We are in the midst of the long heralded auto and tractor, 
and industrial and accessory exhibition, which is being held 
here this week, and both cities are full of visitors. Hotels 
are filled to capacity and rooms in private residences have 
been solicited by the managers of the exhibition to care 
or the visitors. The show itself is a decided success in 
every way, the exhibitors taking a fair amount of orders 
with promise of good future business as a result. 

Automobile Accessories.—This line is particularly 
teresting this week, with the auto show in progress. 


basis. 


in- 


Job- 
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offered to the mills by automobile builders and others at 
practically any prices the mills care to name, but this is 
being turned down in most cases. 

We now quote in carload lots f.o.b. Pittsburgh No. 28 
gauge and heavier blue annealed sheets 4c. to 4.50c., No. 
28 gauge box annealed one-pass blaek sheets 4.50c. to 5c., 
No. 28 gauge galvanized 6c. to 6.50c. and No. 28 gauge 
black plate for tinning purposes 4c. All these prices being 
f.o.b. at mill. Some mills are charging even higher prices 
than the above, and jobbers are securing large advances 
over these prices from small lots from store. 


Tin Plate.—This trade is quiet in demand as consumers 
have covered their needs some time ago over first half of 
this year, and the tin plate mills are now concerned in get- 
ting out as much product as they can to fill the orders al- 
ready on their books. The export demand is quite heavy 
and tin plate for export has sold as high at $9 to $9.50 per 
base box. We quote tin plate in large lots to domestic con- 
sumers for first half delivery at $7 to $7.50 per base box, 
and for export $8.50 to $9.50 per base box, f.o.b. mill, Pitts- 
burgh. 


Wire Products.—Three leading independent makers of 
wire and wire nails have about ready for the trade, a new 
wire nail card, in which some radical changes in extras 
have been made. This new card will be printed in 
HARDWARE AGE as soon as it is ready. The new demand 
for wire nai:s and plain wire for manufacturing purposes 
is still abnormally heavy, the mills being sold up for 
months ahead. Stocks of jobbers and retailers are very 
low, with little chance of early replenishment. The short- 
age in supply of wire products is the most acute ever known 
in the history of the wire trade. Prices quoted hy the lead- 
ing producers on wire products are about as follows: 

Wire nails. $3.25 to $4.50 base per keg: galvanized, 1 in. and 
longer, including large-head barbed roofing nails, taking an ad- 
vance over this price of $1.50, and shorter than 1 in., $2. Bright 
basic wire, $3 to $3.25 per 100 ib.: annealed fence wire. Nos. 6 
to 9, $3 to galvanized wire, $3.70 to $3.95; galvanized 
barbed wire fence staples, $4.10 to $4.45; painted barbed 
wire, $3.40 to $3.75: polished fence staples, $3.40 to $4.50; 
cement-coated nails, per count keg. $2.85 to $3.75: these prices 
being subject to the usual advances for the smaller trade, all 
f.o.b. Pittsburgh, freight added to point of delivery, terms 60 
days net. less 2 per cent off for cash in 10 days. Discounts on 
woven-wire fencing are 60 per cent off list for carload lots, 59 
ner cent for 1000-rod lots, and 58 per cent off for small lots, f.o.b. 
Pittsburgh. 
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bers and dealers carrying goods of this description are 
featuring them in their windows and their newspaper adver- 
tising, with very good results. The general trade is benefit- 
ting by the large number of visitors in the cities as the 
many out of town dealers are taking occasion to order 
seasonable merchandise, and many farmers are here to 
study and order tractors and pther supplies. 

Streets are nearly as well filled with autos now as at any 
time in the summer, for more people than ever are driving 
their cars all winter this year. Consequently accessories, 
tires, and winter driving equipment are more in demand 
than ever before. Price revisions are frequent here also 
although tires have not changed in pricg since last year. 
However there has been some rumors of an advance here 
also. 

Ash Sifters.—Sales still continue to hold up well in this 
line, with prices showing no changes. Stocks are running 
lighter as the season nears the end. 

We quote from local jobbers’ square, $3 
doz.; metallic, round, $4.50 per $11 per 

Bolts.—Mill shipments are showing some improvement, 
with orders from shops and factories on the increase. Re- 
tail trade also shows that work in general lines is improv- 
ing. Prices have not changed. 

We quote from local jobbers’ stocks 
30 per cent; large size carriage bolts, 
bolts, per cent; large machine 
60 per cent to 65 per cent; lag screws, 40 
tire bolts, 45 per cent from standard list 

Builders’ Hardware.—There are indications of a serious 
shortage along this line this year, as already many of the 
factories are having difficulty in obtaining raw materials 
and are far behind on orders. Makers of glass push plates, 
door knobs, and letter boxes have been compelled to cancel 
many orders for this reason. On the other hand building 
bids fair to run even heavier than the latter part of last 
year, although home building by the individual may be cur- 
tailed on account of prices. Commercial and speculative 
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Wood, 
barrel, 


stocks 
doz.; wood 


per 
doz. 


carriage bolts, 
20 per cent; small machine 
bolts, 25-5 per cent; stove, 
and 10 to 50 per cent; 


Small size 
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building will continue as long as materials can be obtained 
and rents can be raised. 


Coal Hods.—Price on coal hods still remains as last 
quoted even with galvanized materials increasing in price. 
Sales show signs of running lighter as the end of the 
winter approaches. 

We quote from local jobbers’ stocks: 
$4.90 per doz. ; 17-in., $5.45 per doz.; funnel, 17-in., $6.15 per doz.; 
18-in., $6.75 per doz.; Galvanized, open, 17-in., $7.50 per doz.; 
18-in., $8.20 per doz.; funnel, 17-in., $9.25 per doz.; 18-in., $10 
per doz. 

Eavestrough, Conductor Pipe and Elbows.—Stocks are 
stil! light on this line and probably will be for some months 
to come, for the makers are so far behind that it will take 
them a long time to catch up. Retail sales are still light, 
but dealers are beginning to prepare for a heavy trade. 
Price has not changed. 

We quote from local jobbers’ stocks: 
5-in. eavestroughs, $6.30 per 100 ft.; 28-gage, 3-in., conductor 
pipe, $6.42 per 100 ft.; 3-in. conductor elbows, $1.68 per doz. 

Files.—Some new stocks are drifting in from the factories, 
but local stocks are low in many cases. Sales show some 
improvement, with quotations still as last noted. 

We quote from local jobbers’ stocks: 
cent; Nicholson, 50-10 per cent; 
standard list. 

Galvanized Ware.—This general classification shows one 
of the few price changes of the week. Sales show a steady 
improvement, although this is still slow. Stocks are ex- 
tremely light and hard to obtain. 

We quote from local jobbers’ stocks: Standard 10-qt. Pails, at 
$4.20 per doz.; Standard 12-qt. Pails, at $4.60 per doz.; Standard 
14-qt. Pails, at $5.20 per doz.; Stock 16-qt. Pails, at $7.80 per 
doz.; Stock 18-qt. Pails, at $9.15 per doz.; Standard No. 1 Tubs, 
at $12.00 per doz.; Standard No. 2 Tubs, at $13.50 per doz.; 
Standard No. 3 Tubs, at $15.75 per doz. 


Japanned, open, 17-in., 


28-gage lap joint, S.B. 


Riverside 50-10-10 per 
Arcade files, 60 per cent from 


Glass Putty and Glazier Points—wWith glass makers run- 
ning far short of their usual production and heavy building 
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in progress, there is almost sure to be a shortage 
this line. Prices show no change. 

We quote from local jobbers’ stocks: Single strength “A” 
grade glass, 76 per cent; double strength “A” grade glass, 7x 
per cent; commercial glass putty in bladders, $5.15 per cwt 

Heaters.—There is a decrease in the number of heaters 
sold the past week or so. Our cold snap is over for a while 
at least, and the demand shows this very plainly. There 
are no new quotations. 

We quote from local jobbers’ stocks: Japanned polished steel 
No. 15, $4.25 each; nickel —€ steel, No. 016, $5.25 each; large 
japanned nickel plated, $8 each 

Lanterns.—Stocks are rather low, with sales diminishing 
as the longer days approach. Prices have not changed. 

We quote from local jobbers’ stocks: Tubuluar long globe tan. 
terns, $11.75 per doz.; Tubular short globe lanterns, $11.75 per 
doz.; Tubular Dash lanterns, $16 per doz. 

Nails.—The shortage of nails still continues to be very 
acute as very few cars of nails are being received in the 
local markets, compared with what could be used. Present 
supply is being very carefully distributed by those fortunate 
enough to have any. Market quotations have not changed 
but in many cases a premium is asked for nails that have 
required a like inducement to bring them into the local 
market. 

We quote from local jobbers’ stocks: Standard wire nails, at 
$4.25 per keg base; Coated wire nails, at $4.00 to $4.25 per keg 
“-- 

’aper.—The shortage and comparatively high prices of 
building paper of many kinds and descriptions is going to 
add to the troubles of the builder this coming summer. 

garrett & Co., one of the heavy distributors of this class 
of goods here, has withdrawn prices on common red rosin 
paper, and blue plaster board, being unable to furnish any 
more at present to their customers. 

We quote from local jobbers’ stocks: Barrett's No. 2 tarred felt, 
$4.38 per ewt.; Barrett’s threaded felt, $2.17 per. 500 ft. roll: 
Slaters’ felt, $1.42 per roll; Barrett's dry saturated felt, $2.12 per 
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Mills and Hardware Supplies, January 22, 1920 


BARS—CROW— DRESSING—Belt— 

ad Jobbers’ Mfg. Company: 

Stcel Crowbars, 10 to She ese Blue Ribbon, Stick, #@ Ib..30¢ 
Pinch Bars, 10 to 40 I1b., . a, we * + 20 sam, 


Pp 30¢ 
1 
BEAMS—Scale— 8% @9%¢ Liquid in gat. cans 921.$3.00 
Chatition’s No. 1. DRILL AND DRILL 
List’ Sept. 25, 1918 STOCKS— 
200 300 400 600 1000 Ib. mene r Stock 50&10% 
$3.00 $4.00 $6.00 $8.00 $14.00 Twist, Taper and Straight 
~— ey Soscsenuickou 25% Shank 
P.S. & V Wire Gauge Jobbers’ 
yi Sept. 25, 1918—1634 % Blacksmith 


_ Brace Drills for Wood.. 
oL 1G—LE/! r_R— . , 
LTING “~ ATHER EMERY—Turkish— 
From No. 1 Oak Tanned Butts. 
Belting, Ex. Hvy., 18 0z...35% . oe market at poe time. 
Belting, Heavy, 16 o0z.....40% ne aid 
Belting, Medium, 14% oz...40% HAMMERS AND 
Belting, Light, 2 50% SLEDGES— 
Becond Quality, Sides...... 55% 3 to 5 
Becond Quality, Shoulders. ..60% Over 

t 
sy? ——— Lacing, eee * OILERS— 


-50&10% 


Standard Liat 
‘ 


TURNBUCKLES— 
No. 195. Japn’d, per doz.$1.20 
Nationa! Mfg. Co. Screen Door. 
TRUCKS—Warehouse, ce. 
McKinney Mfg. Co.: - Sry 
21.50. No. 2 8.50; 
: Saw — ee E $ SS _ $18.5 
ron, adj., per doz 2 ee ee ‘ 
Steel, ad., 8 to 12 in., per doz., WASHE Rs—< ast— 
$17.88 Over %t and derves lots, per 
Steel adj., steel hdle., per doz., : 100 $8. 
8.1 


Adj. Pistol-Grip, per doz $18.77 
SCREWS— 

Coach, Lag and Jack— 
Lag, Cone Potnt 50&10% 
Coach, Gimlet Point - 40% 
“in WRENCHES— 

Agricultural 
Alligator or Crocodile 
Drop Forged 8 
en Stillson pattern 


Cut Thread Iro Genuine Walworth Stillson, 
Flat Head w “Round Heat. 50&10% 


SAWS AND FRAMES— 
Hack— 

Saws, 6 to 14 in. ine 

Saws, Machine Blades, 
12 to 14 in 


a and Steel 
Per 100 1b. 

Bize bolt 5/16 Hy 
Washers $13.40 se 


Jack Screws— 


e..-. Lacing Sides, 
ft. Raw Hide, 5 
sides 17 sq. ft. and over...47¢ 
Under 17 8q. ft 45 


Rubber— 
Competition (Low Grade) .50&10% 
Standard 
Best Grades 


BLOCKS—Tackle— 


Common wooden 
Patent 


Drill— 


Athol Machine Co. : 
Drill Blocks 


Bolts— 
Carriage, Machine, &c.— 
Common Carriage (cut thread): 

38 2 6, and smaller. ..40&10% 
Common Carriage (rolled thread) : 
8 gx 6, and smaller 
Larger or longer 
Phila. Eagle, $3.00 list 
Bolt Ends, H. P. Nuts..... 40% 
Machine (cut thread): 
% aw 4, and smatler.....50% 
Larger or longer 


CHAIN—Proof Coil— 


American Coil; Straight Be 
3/16, $18.00; %, Ye 5.00; 5/16. 
7/ 


List net 


Steel, Copper Plated 
Chace, Brass and “apeanet 
Railroad, coppered 
Chace, Zinc Plated 


Railroad, brass 2085 To 


PICKS AND MATTOCKS— 
Railroad 


ROPE— 
Eastern Retatl Trade. Per 1b. 
Manila, % in. diam. and large : 
Highest Grade 
Second Grade 
Hardware Grade 
Sisal, % in. diam. and larger: 
Highest Grade 
Second Grade 
Sisal, Hay, Hide and Bale Ropes. 
Medium and Coarse: 
First quality, 23%¢; 
quality 
ane Tarred, Medium Lath 
arn 


second 
20% 


First quality re 
Second quality 
Cotton Rope: 
Best 5/16-in. and sereer 
49 @50¢ 
Medium, 6/16-in, and ef 


47 @48¢ 
es Gr., 5/16-in. aa 
larger 45@46¢ 
Jute: 
No. 1, %-in. and up 
No. 2, %-in. and up 


&10 % 
Fillister or Oval Head.50810% 
Brass: 
Flat Head or Round Head, 
50&10% 
Fillister or Oval Head .40&10% 
Rories Thread Iron, F. H. 
H. 


Fillister or Oval Head. 80% 
ee Thread Brass: 

Ym. or &k. 6 

Pititeter or Oval Head... .60% 


Set and Cap— 
Fiat Head, 
Set (Steel) net advance over 
Iron 
Sq. Hd. 
Her. 


Wood 
Flat Head, Iron.....20. ow ey ted 
Round Head, Iron 
Flat Head, Brase 
Round Head, Brass. 
Flat Head, Bronze.. 
. Round Head, Bronze 
5214%4&10&10% 


STOCKS, DIES AND 
TAPS 


Hand Taps, % 
Hand Taps, smaller than 


in 
M. 


M. s. "tuoer Taps, larger.. 45% 


METALS— 
T 


Lake Ingot Pe on¢ 
Electrolytic sl¢ 
Casting 20¢ 
Spelter and Sheet Zinc—- 
Western spelter .10% to 11%¢ 
Sheet Zinc, No. 9 base, cast 
14 to 14%¢. 
Lead— 
Ame rican pig. .Per Ib., 91% 10%¢ 
Per lb., 10% to 11¢ 
Solder 
mx & nenrene 
No. a 
Refined 
Prices of solder indicated | 
private brand vary according to 
composition. 
Babbitt a 
Best grade, per 
Commercial Bay ase lb 
Antimony— 
Asiatic, per Ib....12% 
Aluminum— 
No. 1 Aluminum (guaranteed over 
99 per cent pure), in ingots for 
remelting, per Ib....¢ 35 to 38¢ 
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roll; Red rosin paper, 20 Ib. 80c. per roll; 25 Ib., $1.00 pe ll; 

30 lb.,.$1.20 per roll. ae ee ee 
Rope.—Sales are still rather light in this line so far 

with stocks in fair condition. Prices have not changed. 

We quote from local jobbers’ stocks: Columbian manila rope, 
26c. per lb. base; Columbian sisal rope, 20c. per Ib. base. 

Sash Cord.—Factories have found it impossible to con- 
tinue on the old basis of price and a general price advance 
has already begun. Local prices so far have not been 
affected, but will probably follow upward soon. 

We quote from local jobbers’ stocks: Solid cotton sash cord, 
No. 8, $1.05 per Ib.; cheaper, No. 8. 75c. per Ib.; No. 8 Silver 
Lake sash cord, $1.10 per lb. base; Samson’s spot sash cord, 
$1.12 per lb. base. 

Sash Weights.—Some of the local interests have an- 
nounced a change in the price of weights, but others are 
still on the old basis. The Shortage has not been relieved 
to any great extent, even with weights shipped in from out 
of town foundries. 

We quote from local jobbers’ stocks: Cast iron sash weights, 
regular sizes, 3 to 30 Ibs., at $3.25 to $4.00 per cwt. 

Steel Sheets.—A further advance has been made in the 
price of steel sheets, with no relief in sight in the shortage 
of this class ‘of material. Mills cannot obtain raw materials 
with which to work, and further difficulty along transporta- 
tion lines is anticipated when the railroads are turned back 
to the owners. 

We quote from local jobbers’ stocks: Black steel sheets, $6.85 
per cwt. base; Galvanized steel sheets, $8.35 per cwt. base. 

Screws.—Some of the factories have announced a change 
of price on steel wood screws, but local jobbing quotations 
have not been changed so far. Sales are still rather light. 

We quote from local jobbers’ stocks: Flat head bright screws, 
75 and 10 per cent; round head blued, 72% per cent; flat head, 
japanned, 67% per cent; flat head brass, 60 per cent: round head 
brass, 57% per cent; round head blued, 72 per cent; brass ma- 
chine screws, 50 per cent; cap screws, 50 per cent; set screws, 
50 and 10 per cent from standard list. 

Solder.—Price of solder has suffered a decline of one cent 
per pound. Stocks are in good condition with sales light. 

we ents from local jobbers’ stocks: % and \% solder at 42c. 
per : 

Steel Game Traps.—The demand for steel traps still is 
good, with prices holding as previously quoted. Stocks seem 
to be in good condition. 

We quote from local jobbers’ stocks: Victor No. 0, $1.40 per 
doz.; No. 1, $1.65 per doz.; No. 1%, $2.48 per doz.; No. 2, $3.46 
per doz.; Newhouse No. 0, $3.09 per doz.; No. 1, $3.63 per doz.; 
No. 1%, $5.44 per doz.; No. 2, $8.04 per doz. 

Snow Shovels.—The call for this class of merchandise is 
still very good although somewhat lighter than a week or 
so ago. Prices have not changed. 

We quote from local jobbers’ stocks: Wood, straight handle, 
$4.95 per doz.; steel blade, straight handle, $6.84 per doz.; gal- 
vanized steel blade, D handle, $13.20 per doz. 

Sidewalk Scrapers.—With some indication of milder 
weather, sidewalk cleaning tools of all kinds are selling 
well. A few warm days would add many sales to the totals 
in this line. 

We quote from local jobbers’ stocks: 
at $4.10 per doz. 

Tacks.—Sales are beginning to increase on tacks although 
very slowly so far. Prices are holding steady as last quoted. 
6-oz. Cut Tacks, 90c. per 


Tacks, in 5 Ib. boxes, 22\4e. 


Kohler’s steel scraper, 


We quote from local jobbers’ stocks: 
doz. pkgs., 6-oz. Bill Poster's 
per Ib. 

Tin Plate——The scarcity on tin plate is still very acute 
and there is not much chance of any improvement in the 
near future. Prices show no change. 

We quote from local jobbers’ stocks: Furnace coke ICL, 20 x 
28 tin, $17.65 per box; IC, 20 x 28 8 lb. coating roofiing tin, $17.30 
per box. 

Weather Strip.—Weather strip is still selling very freely 
considering the lateness of the season. The continued cold 
and snow causing better retail sales’ than usual on this 
commodity for this time of the year. Stocks, however, are 
being worked down to a rather low point. 

We quote from local jobbers’ stocks: %” 
felt weather strip, $2.25 per 100 ft; 1” wood 
strip, $2.40 per 100 ft. 

Wire.—The condition of the market on wire has not 
changed any during the last few weeks. Supplies are com- 
ing in extremely slow from the mills. Stocks are still very 
light but there is no change in price. 

We quote from local jobbers’ stocks: Smooth black No. 9, $4 
per 100 Ib. base: galvanized, $4.70 per 100 Ib. base; painted 
cattle wire, 80-rd. spools, $3.50 per spool; galvanized, $4.12 per 
spool; painted hog wire, 80-rd. spools, $3.83 per spool; galvanized, 
$4.40 per spool. 

Wire Cloth—Spring shipments of wire cloth are really 
not satisfactory so far. Sash and door factories are begin- 
ning to get in shape for their spring business, however, 


and %” wood and 
and felt weather 





81 


and owing to the predicted scarcity of this product it would 
be well for the dealers to look carefully to their stocks as 
early as possible. 

We quote from local jobbers’ stocks: 12 x 12 mesh black, $2.25 
per 300 sq. ft.; 12 x 12 mesh alumina, $2.65 per 100 sq. ft. 

Wheelbarrows.—There is a continued light movement of 
wheelbarrows, the domestic trade taking very little of this 
class of material and the contractors ordering as light as 
possible. As with many other products in the hardware 
line makers of wheelbarrows are finding it difficult in being 
able to supply their spring trade. 


We quote from local jobbers’ stocks: Comet wheelbarrows. 
$44.00 per doz.; No. 1, Tubular, $7.65 each; No. 1, Garden,$6.17 
each, 


Boston Paint Market 


Office of HARDWARE AGE, 
Boston, Feb. 7, 1920. 

| gros paints are selling all the time, but naturally the 

market is far from active at this time of the year. 
Some of the local wholesale paint houses have been fort- 
unate enough to secure customers just starting in business, 
who are anxious to lay in large stocks of paints Such 
orders serve to keep the fortunate houses busy. These 
houses have had considerable difficulty in shipping material 
by freight, however, owing to the local railroad freight 
handlers strike. This labor trouble is practically over, 
however, but little relief can be expected immediately in- 
asmuch as business houses all over Boston have been holding 
back shipments expecting daily that the trouble would end. 
As a result the congestion of freight at the shipping ter- 
minals is unusually heavy and it will be several days before 
the sitaution is adjusted. 

Apparently all of the mixed paint manufacturers have 
by this time adjusted their prices and the market is reported 
as on an extremely strong basis. As a matter of fact there 
has been further talk of late of a further advance in prices 
provided the spring demand develops as indicated. Be- 
cause of the scarcity of raw material and the almost pro- 
hibitive prices asked for some raw products it stands to 
reason that the manufacturers, if swamped with business, 
will have to take some measures to protect themselves. 

Brushes.—THE IMPORTANT MANUFACTURERS 
OF BRUSHES HAVE ADVANCED THEIR PRICES FROM 
15 to 25 PER CENT. IT IS A FOREGONE CONCLUSION 
THAT EVERYBODY IN THE PAINT BRUSH GAME 
WILL BE OBLIGED TO DO THE SAME THING WITHIN 
THE NEXT WEEK. WITH BRUSHES IT IS THE SAME 
OLD STORY OF SCARCITY OF RAW MATERIAL AND 
HIGH COSTS OF SAME. PEOPLE EVIDENTLY HAVE 
BECOME USED TO OR HAVE MADE UP THEIR MINDS 
THAT IT WILL BE MANY MONTHS BEFORE BRUSHES 


WILL BE CHEAPER, JUDGING FROM THE ORDERS 
BEING RECEIVED BY LOCAL PAINT HOUSES. A 
DOZEN WHITE WASH BRUSHES TO-DAY COST A 


PAINTER $82.66, OR ABOUT $13.78 EACH. BEFORE 
THE WAR A PAINTER WOULD CONSIDER THAT 
PRICE AS PROHIBITIVE, BUT TO-DAY, ALTHOUGH 
HE MIGHT KICK AT IT, HE DOES NOT HESITATE TO 
BUY THE BRUSHES. IN FACT WHITE WASH 
BRUSHES WITH WHITE BRISTLES ARE SO SCARCE 
THE AVERAGE PAINTER CONSIDERS HIMSELF 
LUCKY TO OWN ONE. 

Dry Colors—WHITING HAS 
Yc. PER POUND BY THE LOCAL PAINT TRADE 
OWING TO ITS GROWING SCARCITY. THERE HAS 
ALSO BEEN A MATERIAL ADVANCE IN LOCAL 
QUOTATIONS ON PLASTER OF PARIS, IN SOME 
CASES AMOUNTING TO 65c. PER BARREL AND MORE. 
QUOTATIONS ON OTHER ITEMS IN THE DRY COLOR 
DEPARTMENT ARE VERY STRONG, BUT UN- 
CHANGED. 

Barrel Lots.—Plaster of paris, 
mercial bolted), 2%c. per Ib.: 
dry zine (American), 20c. per Ib. ; 
lamp black, in 1-lb. packages, 19c.; 
12c. Ib.; raw and burnt sienna, 
brown, 344c.; yellow ochre, 3'%4c.; 

Pound Lots.—Paris green, in 1-lb. packages 
packages, 5le. lb.; in %4-lb. packages, 52¢ Ib. ; 
24e. Ib. 

Lead.—_THE ADVANCE IN LEAD PRICES, WHICH 
WAS FREELY PREDICTED IN LOCAL PAINT CIRCLES 
A WEEK AGO, HAS MATERIALIZED, THE NEW QUO- 


BEEN ADVANCED 


$4.90 per bbl.; whiting (com- 
whiting. gilders’ 2%c. per Ib.; 
lamp black, bulk, 15ec. per Ib. ; 
raw and burnt umber, 9c. and 
15¢ec. to 17¢e.: Prince’s metallic 
Venetian red, 24c. per Ib 

50ec. lb.; in Y-lb. 


ultra marine blue, 


TATIONS REPRESENTING A MARKING UP OF ce. 
PER POUND. BUYING OF LEAD BY THE WHOLE- 


SALE AND JOBBING HOUSES IS ACTIVE. THE RE- 
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TAIL HARDWARE TRADE AND PAINT TRADE ARE 
NOT TAKING HOLD OF THE MARKET VERY ACTIVE- 
LY EXCEPT IN SPOTS. 

White, in oil and dry, 1214-lb. kegs, 15%4c.; 25 and 
15\c. 100-lb, kegs and larger, 15e.; for 500-lb. 
oo 5 to 10 per cent. Dry red lead and litharge, 

‘y 25 and 50-lb. kegs, 1544c.; 100-lb. kegs and larger, 
in oil, 1214-Ib. kegs, 16c.; 25 and 50-lb. kegs, 
kegs and larger, l5e.; orange mineral, 12% -Ib. 
25 and 50-lb. kegs, 15144c.; 100-lIb. kegs and 


50-lb. kegs, 
lots ande over 
1214-lb. kegs, 
ret rid ad, 
100- lb. 

( larger, 


Oils, Ete—TURPENTINE IS 10c. PER GALLON 
HIGHER THAN IT WAS A WEEK AGO AND HIGHER 
THAN IT EVER BEFORE HAS BEEN IN THE HISTORY 
OF THE INDUSTRY. IT IS BELIEVED HERE THAT 
MUCH OF THE ADVANCE IN TURPEN ‘TINE IS DUE 
TO SPECULATION IN PRIMARY MARKETS AND NOT 
TO ANY INCREASE IN THE DEMAND OR UN- 
EXPECTED SHORTAGE IN THE VISIBLE SUPPLY IN 
THE COUNTRY. A BARREL TO-DAY, COSTING IN 
THE NEIGHBORHOOD OF $113.40, REMINDS ONE OF 
PRICES BEING ASKED ON CERTAIN LIQUIDS AS A 
RESULT OF PROHIBITON. THE GOVERNMENT RE- 
CENTLY ESTABLISHED A NEW STANDARD FOR 
WOOD ALCOHOL, CALLING FOR TWO GALLONS OF 
WOOD ALCOHOL, 4, OF 1 PER CENT OF BENZINE OR 
KEROSENE AND 4 OF 1 PER CENT OF PYRADINE TO 
EVERY 100 GALLONS OF GRAIN ALCOHOL. THIS 
WOOD ALCOHOL IS MORE DEADLY THAN THAT 
MADE BY THE OLD FORMULA AND IN ADOPTING 
THE NEW STANDARD THE GOVERNMENT HOPES TO 
DISCOURAGE THE PRACTICE OF CONSUMPTION AS 
A BEVERAGE. AT THE MOMENT THE MARKET IS 
PRACTICALLY BARE OF WOOD ALCOHOL AND 
THOSE HAVING ANY, IN MANY INSTANCES, ARE 
ASKING $2 PER GALLON FOR IT. IT IS VIRTUALLY 
IMPOSSIBLE TO BUY A BARREL OF WOOD ALCOHOL 
ON THIS MARKET TO-DAY. THAT IS BECAUSE 
PEOPLE HAVE NOT HAD AN OPPORTUNITY TO 
MAKE IT UNDER THE NEW GOVERNMENT FORMULA 
IN ANY LARGE AMOUNTS. BENZINE IS HIGHER, 
NOW BEING 35c. PER GALLON. THE LINSEED OIL 


Paint material prices as quoted 


Cobalt, Oxide @ Ib. 1.60@1.65 
® 100 Ib. 


Sereeeseoce 1.15@1.20 


Animal, Fish and Vege- 
table Oils— Whiting 
Linseed, Raw, Carload zea Commercial 
lots .. $1.77@- Gilders .20@1.25 
City, five-bbl. lots... 1.80@— Rs. GUNG css css 1.30@1.40 
Jut-of- -bbl. 
. “ots i gl , Putty Commercial— 
Boiled, 2¢ # Commercial, 120 Ib. 
Raw. CE nc cree scncscveess 2 —— 
Lard, prime, winter, Pure, tubs /a@— 
In 1 Ib, to 5 Ib. pes oe 


bbis., per gal....... 
Cotton seed, Crude 2 

be ge acct ; Spirits Turpentine— 
® gal. 


-.e- 1.77T@— 
gal. advance on 
edible in 

”» ORG 
2.208 tins. . 
f.o.b, mill ....$18.50@$19.00 
Yellow Summer 

Prime, bbl : ..20.70@ 


Tallow, Acidless, car 
t 


20.80 In Machine bbls 
Gum Shellac— 

# Ib. 
nominal 


nominal 


nominal 
Menhaden 
Northern Crude 
Southern f.o.b. 
tory 
Light 
Yellow 
White Bleached 
Winter 
Cocoanut Ceylon do- 

. bbl. per Ib.. 
Cochin Imported, spo 
Domestic, bbl. .. 
Cod. Domestic 
Newfoundland, in 


Refined, bbl., 


Diamond I 
Fine Orange 
Medium Orange 
Pressed A. C. Garnet... 


nominal 
-1.75@1.80 
-1.65@1.70 
nominal 
55@1.60 
nominal 


Button 
Kala 


WuUa 
wt 
20a 


mestic 


Colors in Oil— 

P Ib. 
40@45 
28@40 
32@36 
382@36 

.00@1.10 

.00@1.10 
40@50 

18@22% 
T0@75 
60@75 
35@39 
16@18 
30@32 
28@30 


Prime. .$1.12@$1.15 
bbl. ..1.12@1.15 
100 


slack, Lamp 

Black, Coach, Japan... 
Black in oil 

Drop Black 

Blue, Chinese 

Blue, Prussian 

Blue, Ultramarine 

“W@ French Ochre 
17@ Green, Chrome, 
Green, Paris 
Indian Red 
Venetian Red 
Sienna Burnt 
Umber, Raw 
Umber, Burnt 
Chrome Yellow 


White 
C— 


Corn, 

Ib 
Porpoise 
Olive denatured 
Neatsfoot 
Palm, 


body 


Prime.... -1.90@ 


Lagos, spot per Ib., 


Soya Bean, bbl., Ib..... Pure... 
Miscellaneous— 
Barytes: 
White, 
# ton 
Domestic, prime, 
white floated, 


Foreign, 
nominal 


34.00 @ 36.00 


21.00@24.00 
® ton nominal 
ton nominal 


'18.00@23.50 
8.50@20.00 


Red 


Cents # Ib. 
~—.. American White 
94% @9% 


and Lead, 


Hardware Age 


MARKET HAS REMAINED ON AN EVEN KEEL 
THROUGHOUT THE WEEK. 

oil, $2.30 per gal.; cylinder 
more, 29c. per gal.; kerosene, 50 gal. or more, 21e gal. ; 
lard oil, $2 gal.; aleohol, denatured, 78c. gal. ; wood $1.7 75 to $2 
gal.; linseed, raw, in barrel lots, $1.89 gal.; in 10-gal. lots, $1.99; 
in 5-gal. lots, $2.04; in gal. lots, $2.09; neatsfoot, $1.85 gal.: 
sperm, $2.30 gal.; paraffin, 35c. gal.; floor 50c. gal.; tur- 
pentine, $2.21 gal. in barrel lots; in 10-gal. $2.28; in 5-gal, 
lots, $2.31; in 1l-gal. lots, $2.33; benzine, 35c. gal. 

Shellac.—No change in local quotation on gums is noted, 
There is, however, a noticeable scarcity of white gums just 
now, and some of the local paint trade are of the opinion 
that if continued this fact eventually may result in a 
general advance in gum prices. 

We quote from jobbers’ $1.90 
best white gums, $1.90; ordinary $1.80. 

Sundries.—Putty is unchanged in price, but undoubtedly 
will be advanced before long. At the present time there 
is practically no chalk in the country. Chalk constitutes a 
very important part of putty. There being no chalk and 
linseed oil being almost prohibitive in price, some of the 
putty manufacturers have discontinued making it until the 
raw material situation improves. Local jobbing paint 
houses are trying to pick up small lots of chalk here and 
there to have something to work with, but so far have not 
been successful. Oxalic acid is very scarce and about 5c. 
per pound higher. 

Putty (best), in 
(in drums), 5c. ; 
per lb. 

Varnishes.—Nothing of especial interest has transpired 
in the varnish market since last reports. Prices for shellac 
varnishes are extremely strong, but no higher. There is 
some talk in certain quarters, however, that they may be 
marked up within the near future. Certain it is that nobody 
appears oversupplied with any grade of varnish, which 
fact, probably accouts for the bullish attitude of certain 
dealers. 


Castor oil, 50c. 


gal. or 


gal.; gasoline, 50 


oils, 
lots, 
per 


stocks: Orange gums, 
grades of white, 


pel 


Ib. ; 


commercial 
oxalie acid, 


125-lb. 
paint removers, 


per Ilb.; 
list ; 


putty 
50e, 


drums, 8c. 
62.50 


SUPPLIES OF FLOOR WAX ARE 
SMALL AND THE MARKET at 


Waxes.—LOC 
COMPARATIVELY 
LEAST 5c. PER POUND HIGHER. PARAFFIN 


in New York February 12, 1920 


In Oil White, less than 
500 Ib., per 100 1Ib..15.00@— 


500 Ib. ‘al to 2000 Ib., A 
Seer 3.50@— 
up to 10,000 i per 
13.17 


bulk... .5.2 
ordinary 


Carmine, No. 40, 0@5,50 


Green, Chrome, 
@15 
Green, Chrome, Light 
Medium 

Metallic Paint, ® ton. 

30,000 Ib.. T STOWN 3 wecrcccccces 32.00@36.00 
Red wscccccccccces 35.00 @40.00 

Ochre, Medium, @ ton.30.00@40.00 
American Golden, P 1b.2.50@ 
Foreign, Golden, @ 1b.4.75@8.50 
Freneh 
Orange, 


2000 Ib. 
100 Ib. 
10.000 up to 
Ie OD vercenesr ane i2.69@— 
Carload, minimum, 15 tons 
POP TOO TD. 22020 000% 12.56@— 
Litharge, American, powdered, 
Steé] Kegs, per 100 Ih 
15.00@— 
500 Ib. up to 2000 1b.138.50@— 
2000 Ib. up to 10,000 Ib 
F 13.17@— 
10,000 Ib. up to 30,000 Ib.. 
POS BOGS ID... cccness 12.69@— 
Carload, 15 tons. 


12.56@— 


Mineral English, 
nominal 
French nominal 
American 
Red, Indian 
American, @ 100 Ib.... 
Red, Tuscan 
Red, Venetian, ® 100 ibe.2 
Ss. QerrrerrrecrTy: 19@: 20 
Sienna, Italian, burnt 
and powdered 
Burnt lump 
Italian, Raw, 
dered 6% @12 
American, Raw ......-.. 2%@ 3 
American, Burnt and pow- 
GOred ccccccccceses 2%@ 4 
Tale, French nominal 
American, per ton.$20.00@40.00 
Italian nominal 
Terra Alba. 
PEOGCR osccce ® 100 Ib...nominal 
English ..... ® 100 Ib. .nominal 
American, @ 100 Ib. No. 1, 
1.25 
American, #, 100 Ib. No. 2, 
1.00@— 


new 
22@30 
2% @5 


minimum, 


Zine, Dry— 
Red Seal (French proc.) 
11%@11% 
(French proc.) 
2%@12% 
(French proc.) 
13% @13% 


Green §l, 


White Sl. 
American Process. 
»p.c, lead sulphate. 
10 p.c, lead sulphate. 
20 p.c. lead sulphate. 
35 p.c. lead sulphate. 


8K%a@NN 
RYeASBTE 
8% @8% 
.1% @8% 


Dry Colors— 
Black, 
Black, 
Black, 
Black, 
Black, Iv 
Mineral Blacks, 


® Ib. 
Carbon Gas......0. 12 @25 
Bone powdered.... 5%@12 
Drop 

a 


Umber, Turkey, Burnt 
and Powdered 
Raw and powdered 
Burnt, American 

Raw lumps 


n. 
35.00 @45.00 
2 5 


Blue, 
Blue, 
Blue, 


Celestial 
Chinese 
Prussian, 


85@90 
Domestic 
RIF@O0 
nominal 


@3% 
Blue, Prussian, Foreign. . 26@28 
Bim, BOM 6-0c0 teers 85 @95 
Blue, Ultramarine, bbl.. Oxide Red, Domestic, 
Brown, Spanish, high copperas in casks 
grades, per ton d — Quick Silver 
Brown, Spanish, low English 
grades rs om 


Yellow, Chrome, Pure.... 
14@18 


1.50@1.60 
nominal 





February 12, 1920 


PARO WAX COSTS NO MORE AND EVERYBODY 
APPARENTLY IS WELL STOCKED UP. 

Waxes.—Floor waxes, 45c. to 50c. per Ib. 
cakes), 10%4c. per lb.; paro wax (in Ib. 
wax, 55c. per cake. 


; paraffiin waxes (in 
cakes), 12c.; best bees- 


Cleveland Paint Market 


Office of HARDWARE AGE, 
Cleveland, February 9, 1920. 

Retail hardware dealers expect a good volume of paint 
business in the spring, and are placing orders quite freely 
for both paints and varnishes for spring delivery. Manu- 
facturers are taking orders for shipment up to April 1. 
The demand for automobile paints is now quite active. 
Paint prices are unchanged. 

Jobbers quote best grades of mixed paints at $4 per gal. 
for colors and $4.25 for white. 

Linseed Oil.—The linseed oil market is fairly active, as 
retailers are placing orders for spring delivery. Prices are 
unchanged and the market is very firm. 

Jobbers quote linseed oil at $2.05 per gal. for 
and $2.07 for boiled oil. 

Turpentine.—Turpentine prices continue to advance and 
the price has now reached such a high figure that consid- 
erable activity is reported in substitutes of various kinds. 
The present price is an advance of 10',c. over our last 
quotation. 

Jobbers quote turpentine at $2.28% per gal. in barrel lots. 

White Lead.—White lead has again advanced ! 
It is in fair demand for early spring shipment. 

Jobbers quote best quality of white lead at 15c. 
in 100-Ib. kegs. 


Shellac.—The movement of shellac is not active. 
are firm but unchanged. 
Jobbers quote shellac at $7.2 
orange and $7.75 for white. 
and white $8.05. 


raw oil 


4c. per lb. 


per lb. 
Prices 


5 per gal. in barrel lots for 
For 5-gal. lots orange is $7.55 


Twin Cities Paint Market 


MINNEAPOLIS AND Sr. Pau, 
February 4, 

HILE there is very little opportunity for real painting 

work, owing to the continued cold and stormy weather, 
a very fair volume of paint is being sold, which is along the 
line of the smaller package goods, as it has been for sev- 
eral weeks past. Paint jobbers are finding a very good 
trade developing in out of town sales and‘there is consid- 
erable interior inside finishing of large buildings in prog- 
ress. Many of the mercantile establishments have taken 
occasion in the semi-slack season in their trade to refinish 
the entire salesrooms and many public buildings have been 
taken care of in this same way. Prices are holding fairly 
.steady, although turpentine has climbed to a hitherto un- 
heard of point. Prices are otherwise fairly steady. 

Mixed Paints.—Mixed paints continue to 
smaller packages only excepting the 
door refinishing. 

We quote for 
$3.60 per gal; second grade 

White Lead.—White 
but the sales continue 
only. 

We qtote from local jobbers’ stocks: 
kegs at $15.13 per 100 Ib., less the 
packages and quantity. 


1920, 


sell in the 
varieties used for in- 
Prices show no change. 

local jobbers’ stocks: Fir 
house 


grade house 
paint, $2.30 per gal. 

lead has suffered another advance, 
very light and in small quantities 


paints, 


White lead in 
usual differentials for 


100-Ib 
size of 


Turpentine.—Turpentine sales are moving very slowly and 
price has rapidly advanced. The present quotation is the 
highest it has ever been 

We quote from local 
at $2.18 per gal. 


jobbers’ stocks: Turpentine in barrel lots 

Shellac.—Shellac is being quoted at a higher price, and 
the scarcity of this commodity still continues. Sales are 
very light. 

We quote from jobbers’ stocks: Orange 
gallon, at $6.35 per gal.; bleached white 
gallon, at $6.85 per gallon. 

Linseed Oil.—Linseed oil is still holding steady as last 
quoted. Sales still continue to be very light, with stocks 
heavy enough to meet any present demand. 

We quote from jobbers’ stocks: Raw 
at $1.88 per gal.; boiled linseed oil in barrel lots, 


1 Ib. 
4 Ib. 


shellac, cut 
shellac, cut 


to the 
to the 


linseed oil, in barrel lots, 
at $1.90 per gal. 


Denatured Alcohol.—Sales are still good along this line, 





Especial attention 1s being given to 


charts for retailers and another interest- 


ing one will appear in an early issue 











being augmented 

weather. 
We quote 

barrel 


considerably by the continued cold 


from local jobbers’ stocks Denatured 


lots, S0c. per gal. 

Steel Wool.—Steel wool still continues scarce and fac- 
tories are considerably behind their orders. Sales are still 
light along this line. 

We quote from 
l-lb. packages, $1. 
96e. per Ib.; No. 1 


alcohol, in 


local jobbers’ 
56 per Ib.; No. 
steel wool, in 


stocks: No. 00 steel wool, in 
0 steel wool, in 1-lb. packages, 
1-Ib packages, T0e per lb. 


New York Cutlery Market 


Office of HARDWARE AGE, 
New York, February 9, 1920. 
HE past week in the New York cutlery market was 
characterized by several important price advances, 
caused, it is reported, by increased costs of materials, labor 
and distribution. 


All kitchen knives in many lines advanced 10 per cent. 
Butcher knives advanced 71 per cent on local jobbers’ lists. 

Last week scissors and shears advanced, and now that 
butcher and kitchen knives have shown an upward tendency, 
it is expected in some quarters that pocket knives oma 
razors will likewise show a similar tendency before long. 
Many dealers are asking themselves if these advances are 
altogether justified, and the opinion has been expressed that 
American cutlery manufacturers are not building for the 
future, but rather are taking advantage, in some cases, of 
the present shortage. 

Jack Knives.—Standard American 2-blade, 
stag handles, brass lining, electro silver 
bolsters, no cap, $8.50 to $10 per doz., 
per cent for dozen lots or more. Bone Jack knife, 2-bladed 
jack, celluloid handle coverings, steel lined, 3 brass rivets, 
polished back, $4 per doz. Two-bladed penknife, black fiber 
handles, brass lined, steel rivets, $4 per doz. 


\%4-in. length, 
shield, 2 steel 
with a discount of 5 


Boy Scout Knife.—Standard a stag handles, brass 
lined, electro silver shield and shackle, contains punch, cap 
opener, cap lifter, screw driver and 1 large polished blade, 
35@ in. long, $18.53 per doz., with a discount of 5 per cent 
for box lots. 

Butcher Knives.—Crucible steel blade, extra finish, cocoa- 
bola handle, 3 brass rivets and burrs: 6-in., $4 per doz.; 
7-in., $5 per doz.; 8-in., $6 per doz. High-grade steel blade, 
scale t tang, beech handle, 6-in., $2.75 per doz.; 7-in., $3.50 
per doz.; 8-in., $4 per doz.; 10-in., $7 per doz. 

Kitchen Knives.—Tempered steel .blades, full polished, 
assorted styles, with enameled handles, $1 per doz. Forged 
steel blades, assorted styles, ebonized handles, $1.20 per 
doz.; crucible steel blades, 3'2-in., assorted cocoabola, box- 
wood and ebony handles, brass rivets and burrs, $2.75 per 
doz. 


Scissors and Shears.—Wiss trimmers, japanned handles, 6 
in., $10.10 per doz.; 8 in., $12.63 per doz.; 10 in., $19.47 
per doz. 

Manicure Scissors.—°% in $14 in., $15.78 
per doz. 


., $14.95 per doz.; 


Nail Scissors.—5 doz. 


1., $10.94 per 


Lady’s Oval Pattern.—4 in., $10.53 per doz.; 6 in., $12.73 


per doz.; flat pattern, 5 in., $10.94 per doz. 

Pocket Scissors.—No. 463%, $10.13 per 
ela per doz. All subject to a discount of 
box lots. 


doz.: No. 464, 
5 per cent on 


Razors.—Old style open bl: ade type, wi ith rubber handles, 
full hollow ground, %-in., 5¢-in., %-in., $21 per doz. Three- 
quarter hollow ground. 4 in., "5% -in., %-in., $18 per doz. 
Half hollow ground, %-in., 54-in., %-in., $14 per doz. 








Publicity for the Retailer 


Two Timely Washing Machine Ads—The Opportunity of the Washing 
Machine—Other Effective Retail Hardware Ads 


By Burt J. PARIs 


Storage Batteries in the Limelight 

No. 1 (2 cols. x 8 in.) 
Vy em. especially the kind we are experiencing 

this year, is hard on storage batteries. Many a 
car owner finds himself confronted by the need of buy- 
ing a new battery. Cold weather and enforced idleness 
of his car has perhaps brought on storage battery trou- 
bles which ordinarily would be escaped. 

His battery may have frozen through low specific 
gravity; the plates may have buckled; jars may have 
cracked, for the rubber battery jar is extremely brittle 
in zero weather and sometimes a slight jar or tap will 
crack one of the containers. 

Therefore, do your battery advertising now and here’s 


Time now to advertise storage batteries 


Power 


To make that motor whirl 


an ad we took from “Dep’s Pep” the live store paper 
published by the J. G. De Prez Co., Shelbyville, Ind., 
which covers the battery proposition in good shape. 

The copy is well written as is the case with most 
manufacturers’ ready-made ads of which this is an ex- 
ample. Stress is laid upon the construction and rein- 
forcement of the plates which is a popular battery talk- 
ing point these days. 

If you sell storage batteries, friend, now is the ap- 
pointed time to tell the world about it. Battery busi- 
ness is getting under way and in a shake of a lamb’s 
tail, it will be booming along in high gear. 


Skidding Time Is Here 
No. 2 (2 cols. x 3 in.) 

The tip we just gave you on storage batteries applies 
with equal force to skid chains. Making publicity pay 
is largely a question of striking while the iron is hot, 
and right now we are entering a period of particularly 
bad skidding weather. 

Melting ice and snow, clammy fog and spring rains 
cause rubber to deviate from the straight and narrow 


This ad will sell tire chains 








When you put your foot on the starter—Power 
is what’swanted. Puta Columbia Storage Batter 
in your car and you can press the button wit 
the feeling that there’s going to be something 
doing—Quick. 


Columbia 


Storage Battery 


The Columbia is a powerful 


DON’T SKID 


GET SKID CHAINS HERE 


30x3 RID-O-SKID 
CHAINS 


30x3% RID-O-SKID 





battery. It will stand operating 
conditions that wreck others. 
Its plates of hexagonal con- 
struction like a honeycomb, are 
self reinforcing, and balk against 
buckling. 

But we don’t expect you to 
abuse a Columbia just because 
ft is an exceptionally good bat- 
tery. We expect you to let us 
help you keep it in Al condition 
all the time. 





THE J. G. DePREZ OO. Ghelbyville's Greatest Stor 








THE J. G. DEPREZ OO. 


CHAINS 


32x3% RID-O-SKID 
CHAINS 





$3.25 
$3.40 


All Sizes Carried in Stock 


Shelbyvilie’s Greatest Store 
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path and wise is the man who puts on chains 


het lincg idles tells Mr. Motorist MAKING WASHDAY EASIER 


Here is an ad which you can’t pass by and Suggestions That Will Make Most Any Housewife Appreciative of 
it’s pretty small at that. “Don’t Skid” is the the Helps That We Offer: 
copy and it tells a whole story to the man who 
pilots a machine. Then are listed, it should 
be noted, chain sizes that fit Fords, Dodges, 
Overlands and some models of the Oakland. 
Our suggestion here is that when the ad is 
repeated, the 33 x 4 chain size be included, as 
this size fits Buicks, Velies, and many other 
medium-priced cars, although the J. G. De 
Prez Company has no doubt figured out, that 
in Shelbyville, Ind., there is a greater per- 
centage of cars for which the sizes advertised . P 
would fit. The dealer in larger towns will Wringers Wash Machines 
find it advantageous to add the 33 x 4 size. Ball Bearing single or bench wringers, which The Faultless Moto’ V.ater Power Machine 


every you choose Exceptionally easy running is an invaluable asset to the housewife. Easy 
but for the added convenience, the Be nee I is 7 


r . . . . nd cheap to ope d no multiple parts to 
Washing Machines—an Opportunity ioe Ge awe poten. Guarentees fr 2 pyporediag ype ecg “power, 39 
should have one of these machines... .$19.50 
No. 3 (3 cols. x 6% in.) - — 
gory P : : Lesser Articles But of Comparative Importance Are Many 
It is the firm belief of the writer and like- Articles for Wash Day 

wise the opinion of many far-seeing hardware ff a ca pais peered Clothe Baskets. a 

men that the washing machine industry is Boilers, tin, composition, copper . .$2.25- once thes Hampers ..... $1. 30° to “$2.50 

due for the biggest boom in its history. There § ™™*'*‘"*"** >” — Washbourds esi 
ti Ph tale lines that will last—Also other essential anil oe the house- 

are many reasons for this belief and one Good strong Clotheslines 


which will be appreciated at face value is the vile. 


domestic help situation which never before R. H.. BARKER & CO. 


has been so discouraging to the housewife. 
Washin hine advertis I i a : 
ashing machine advertisers are becoming Phones 136—1723. 69 S. Saginaw St. 
more numerous and the merits of this great Watch Friday’s Paper for Saturday Bargain. guesses meee? 
labor-saving device are being brought before : : : i 
the public in a forceful manner. Therefore, Get behind your washing machines 
your cue is to tie up to this advertising locally. 

Here is a washing machine ad used by R. H. Barker and as a result do not show up to good advantage. 
& Co., Pontiac, Mich. The Barker folks want to know Otherwise the ad is well arranged. The copy seems 
what we think of the ad generally. to be handled in an efficient manner. It is brief but to 

The washing machine cut is not as clear as it should the point. Our only other suggestion concerns the 
be and we would suggest the use of a line cut as there margin of the ad. On an ad of this size at least a half 
is quite a little detail in washing machine design and inch margin should be left all around the type matter. 
this is best shown by a cut which will not fill up in print- Try this and note how it improves the appearance and 
ing as does the half-tone. Otherwise the text and lay- readability of the ad. In fact white space will nearly 
out shape up very well. A general washday ad is good always help. 
publicity, but we would urge the Barker Company to run 
an ad exclusively on washers—the subject is surely A story on nails, with a moral 
worthy of individual treatment. 

Price quotation in this ad adds greatly to its effec- 


tiveness. 3 ee 
iat Nail Train ‘Held Up 
e Rise in Nails 
No. 4 (2 cols. « 7 in.) Daring robbers hold up Twenty Penny 
In looking over this ad of Howard’s, Mt. Vernon, Limited, dynamite safe and escape with 


ies : : keg of nails. A posse of desperate builders 
N. Y., we are reminded of the story of the housewife are in-hot pursuit, but the outcome is 
who stopped in at the fishmonger’s and asked about doubtful. 


shad. “Have they roes,” she inquired. “Madam,” re- ee - 
plied the fishmonger, “Everything has riz.” The price This is No Exaggeration 
of nails has “riz” to a point where an ad like this is no For with the present shortage of nails anything 
exaggeration. isuwsite ahaa beck cinco 

This Howard ad reminds folks of Mt. Vernon that "Di re 
Howard’s is prepared to take care of the little things 
as well as the larger items and we are of the opinion Nails Hold the Home Tote 
that the ad’s value is considerable in impressing upon the 
public the idea that the Howard store stocks are com- 
plete and ready for all demands and any emergency. 
Such an idea is a very valuable one to put before the will sell one pound, 3 
purchasing public. ee ph 
Beating Out Old Boreas pean on 
No. 5 (3 cols. 27 in) ‘whep the good are to be had) 


Here is another ad sent us by the H. Barker & Co., 
Pontiac, Mich., with a request for our opinion on its 
effectiveness. The cuts in this ad are somewhat worn 




















rhe boss carpenter who han atu 1 keg of nails in 
. pumpt har store that 
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We’re Helping You 


Coal Scuttles 


A Coal Hod of galvanized or Japanned iron 
—any size for your needs—75e and $1.00. 


Coal Shovels and Scoops 


10¢ ea 


Furnace Scoops—a 
all sizes fire doors—$1.00, $1.25. 


This is just the time of Pipe, per length—35c. 
year for a nice little oil 
fire—inexpensive, com- 
fortable, no trouble— 
heats up  quickly—no 
oder, smoke or dirt— 


$6.25. Etc., for stove use. 


Phones 136—1723. 





To Beat The Cold— 


Small handy Fire Shovels, time saving and convenient— 


ll sizes—in an especially good stock tor 


: ‘ Stove Pipes 
* Standard size stove pipes and elbows. c1® 
Perfection Heaters Now is the time to be getting them up. 


And you'll be needing a good axe to chop the kindling for 
furnace and range alike. We have them—$1.00 and up. 


FULL STOCK of Stove Boards, Fire Irons, Stove Polish, 


R. H. Barker & Co. 


69 S. Savinaw St. 


Hardware Age 


Disastrous Fire 


RACTICALLY the entire plant of the Roesch 

Enamel Range Company, Belleville, Ill., was 
destroyed by fire on Tuesday, January 27. The 
fire originated in a building next door and spread 
so rapidly that it was impossible to save the stove 
works. 

Fortunately the company had some new addi- 
tions in process of erection at the time of the 
fire and these additions were only partially 
burned. The firm took immediate steps toward 
finishing the additions and replacing the former 
plant with thoroughly modern buildings. They 
expect to resume manufacture partially within 
the next twenty or thirty days. 


Builds Factory Addition 


An additional factory has been built by the Mil- 
waukee Auto Engine and Supply Company of 
Milwaukee, Wis., in order to meet the demand 
for the timers for Fords and the guardian bump- 
ers that they manufacture. The new building 
will be completed within a short time and will 
have a floor space of 15,000 feet. It is of the 
new daylight type and will be equipped with 
modern machinery throughout. The company is 
planning an extensive advertising campaign. 


‘‘Acorn’’ Co. Elect Officers 


The following officers were elected for the com- 
ing year by Rathbone, Sard and Company, makers 
of the “Acorn” stoves: President, Russell E. 
Sard; vice-president, John D. Green; vice-presi- 








Cold weather suggestions 


Recent Deaths 


William G. Fischer, president and founder of the stove 
and range company bearing his name, died at St. Mary’s 
Hospital, Cincinnati, on January 19. Mr. Fischer was 68 
years old, and leaves one son and two daughters. He was 
one of the first men in Cincinnati to engage in the manu- 
facture of steel ranges, having organized the company in 


1872. 


Herman Soehner, prominent stove and harware dealer of 
Dayton, Ohio, died recently, following an attack of heart 


trouble suffered a few days previously. Mr. Soehner had 
been in business in Dayton for more than 35 years. He 
was 75 years old and leaves one son and three daughters. 


Samuel F. Secrest, president of the Secrest-Shaner Hard- 
ware Co., Circleville, Ohio, died in Cleveland on January 16. 
Mr. Secrest suffered an attack of influenza a year ago, and 
never completely recovered. Previous to moving to Circle- 
ville, Mr. Secrest was in the hardware business in Frankfort 
and Chillicothe. Two sons and two daughters survive. 


William P. Butler, a former hardware merchant of New 
Bedford, Mass., died recently in his seventy-third year. 
Mr. Butler was born in England. He was active in city 
affairs, and a member of several fraternal organizations. 
He is survived by a widow, five sons and three daughters. 


Emil Garnich, one of the best known and prominent citi- 
zens of Ashland, Wis., and president of the E. Garnish & 
Sons Hardware Company, died recently in St. Petersburg, 
Fla., where he had gone in search of health. He had been a 
resident of Ashland for 47 years. Mr. Garnich was a 
world-wide traveler, having visited nearly every foreign 
country on the globe and every State in the Union. The 
business of which he was head was established in 1872. 
He was a member of many fraternal organizations and a 
director of the Northern National Bank. He is survived 
by two sons and four daughters. 


dent and secretary, Arthur M. Blanchard; treas- 
urer, Sidney H. Kent, and assistant secretary, 
William E. Palmer. Mr. Green, the newly elected 
vice-president, was formerly with the Detroit 
Stove Works, and has been well known to the stove in- 
dustry for the past twenty-five years. 


Brief News Notes 


The Cheney Bigelow Wire Works, Springfield, Mass., has 
taken bids for the erection of a two-story brick addition, 
71x195 ft. and 48ff271 ft. A. J. Tucker is architect. 

The Gilbert & Barker Mfg. Co., Springfield, Mass., will 
begin operations at once to double the size of its plant, ex- 
pending about $1,000,000. C. C. Ramsdall is the vice- 
president. 

The H. B. Ives Co., New Haven, Conn., manufacturers of 
builders’ hardware, has increased its capital from $100,000 
to $300,000. 


The Enterprise Mfg. Co., Third and Dauphin streets, 


Philadelphia, Pa., manufacturers of hardware products, has 


filed plans for a three-story brick addition, 115x164 ft., to 
cost $150,000. 

The Accessories Mfg. Co., 263 North Fifteenth Street, 
Philadelphia, Pa., has leased a portion of the building at 
1504 Vine Street, for a new establishment. 

The Nolan Standard Muffler Co., New York, has been 
incorporated with a capital stock of $350,000 by G. B. 
Brooks, P. B. Barringer, Jr., and P. Huetwohl, 166 Dean 
Street, to manufacture metal mufflers for automobiles, etc. 

John T. Lewis & Brothers Co., Philadelphia, Pa., manu- 
factuer of painters’ supplies, subsidiary of the National 
Lead Co., has awarded the Turner Construction Co., 244 
Madison Avenue, New York, contract to erect a one-story 
furnace house, 121x183 ft.,.to cost $75,000. 

The Enameling & Stamping Corporation, Webster and 
Second avenues, Long Island City, New York, has been in- 
corporated in Delaware with a capital stock of $1,000,000 
to manufacture stamped metal goods, utensils, etc. 

The business formerly conducted under the name of C. L. 
Walker Co. is now being conducted under the name of 
Quick and Easy Specialty Company, Erie, Pa. Ice cream 
dishers, ice picks, lemon and orange squeezers are among 
the products of the company. 

The Kane Pneumatic Shock Absorber Co., Centralia, 
Wash., which is buildnig a new factory, will install a 500- 
kw. power plant. 
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! _ From, cathedral portal, fa! 
‘garden gate—HINGES serve 


’ 


ASSIVE, portals, heavy industrial doors, ‘the humbie 
garden wate and little box hd--' AM seme on Hinges! ° 
ats Stop and think! How many times ¢ ch day do yow use 
At! Winges? Ti building after building, house att 
: cupboard, box or cabinet, hinges tinually dod quietly 
4 mark your progress. 


lo last indefinitely, to swmg back and forth day after day; 
> without saguing, repairs or even a squeak—that is the creed 
of every McKumey Hihge. 

For half a centary the McKinney Manufacturing Company 
has beep making hinges and butts. Harmoniousty. their 
products have béen mide to blend 

tectura! ‘design. Unnoticed and unassisted thev Have ef- 
fectively and noiselessly served 


with evers known archi 


. In your plans for building or repairs consider the litte 
q hinge item seriously, While at first it mav seem smalh, your 
careful consideration will later be rewarded by Years of .un- 


failing usefulness, 


See'that the name MeKifiney is" stainped on. the binges 
or butts you buy. — Hinge consideration ss impartant. 











McKINNEY MANUFACTURING COMPANY, Pittsburgh 


Western office, State-lake Ulig.. Chicago Export Representégoe 


.. MCKINNEY 





: Hinges and Butts: 


Bex’, = Ale mamnfocnerers of Vickianry f 
Teermge and pare nihting dom haide vary. fureiture hardovare Bod Meaney CpeceMaw Treks 
= 











HARDWARE AGE 

















This is the second advertisement in the big 
national campaign to make 3,000,000 prospec- 
tive customers think more about McKinney 
Products. This advertisement appears in The 
Saturday Evening Post February 7. Other adver- 
tisements, appearingin Architects’ and Builders’ 
magazines, are swinging this class of buyers to 
a fuller realization of the McKinney standard. 


Like a trip-hammer 


These McKinney advertisements are 
making millions think more and more 
about McKinney Hinges. Like smash- 
ing blows they reach their goal and stamp 
the name McKinney upon the. public 
mind as a mark by which hinges and 
butts may be carefully selected. 


You, as a dealer, can profit by this well 
directed advertising. Make sure your 
customers know you handle the McKin- 
ney line. 


McKinney products have been on the 
market for fifty years. They are known 
as standards by which other similar prod- 
ucts may be fairly judged: Establish 
your store as McKinney Headquarters 
in your locality. Talk McKinney! 


McKINNEY MANUFACTURING COMPANY 


Pittsburgh 


Western Office, State-Lake Bldg.,; Chicago 
Export Representation 


Also manufacturers af McKinney 
garage and farm building door- 
hardware, furniture hardware 
and McKinney One-Man Trucks. 


MCKINNEY 


Hinges and Butts 








Combination Screen and 


Storm Door 


The Continental Company, 1323 
Book Building, Detroit, Mich., has re- 
cently added a new item to their line. 
It is a screen door in summer and a 
storm door in winter—an item that 


can be sold by hardware dealers 
throughout the entire year. 
As the manufacturers point out 


there are many advantages in using 
the combination door, inasmuch as one 
hanging and fitting suffices for the 
entire year, which enables it to do 
double duty both summer and winter. 

The method of fastening the screen 
and storm panels in the Continental 
“all season” doors is unique, as it 
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“All Season” Doors 


overcomes many of the objections 
doors of this type usually have. The 
metal lock is adjustable; each half 
turn of the screw operating the lock 
increases its pressure and hold the 
panel firmly, thereby eliminating the 
rattle of the removable panels, the 
fault that is most common in combina- 
tion doors. The metal lock is not vis- 
able and by its insertion into the 
center of the door stiles it is given 
additional strength. This insertion 
into the center of the door stiles, also 
removes, largely, the danger that it 
will be tampered with. 


These doors are made in several 


patterns, that is, with one large panel 
of glass of several smaller panels so 
that a customer can get a storm door 





Products Being Placed on the Market by Hardware Manufacturers 





New Goods = New Interest. 
New Interest + New 
Goods = New Profits 











to mateh his front door. They are 
made of white pine and are finished 
in the white so that they can be paint- 
ed to match the front door. The 
storm panels are furnished either 
glazed or plain. 


New Seed Tapes 


A new process for the taping of 
seeds is announced by the American 
Seedtape Company, 865 Ogden Ave., 
Newark, N. J. The new tape is placed 
on the market this year for the first 
time. It is the result of several years 
experimentation and has been made 
possible by the use of an especially 
prepared tissue paper which is subject 
to almost immediate disintegration 
upon coming in contact with the 
slightest moisture. 

Repeated tests with this new tape 
made at the company’s laboratory at 
Newark, have been so highly success- 
ful that the company has seen fit to 
institute a policy perhaps never be- 
fore attempted by seedsmen—that of 
guaranteeing their product. 

The bringing out of the seedtape in 
this new form at this time will be 
doubly welcome due to the tremendous 
interest in home gardening as a 
means of reducing the present high 
cost of living. Seedtape is particular- 
ly adaptable for home gardening pur- 
poses and its economy and labor sav- 
ing features are especially important 

All Pakro seeds, whether marketed 
in tape or the packet form are said 
to be grown under the direct super- 
vision of expert seedsmen and are sub- 
jected to severe germination tests— 
another important factor that has 
caused the company to announce its 
new policy. 

A complete variety of flower and 
garden vegetable seeds, both taped 
and untaped and packed in exception- 
ally attractive cartons and packets is 
offered the trade for the coming 
season. 
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Modern Planting 


Razkut Parer 


A new and essentially practical 
paring tool was placed on the market 
a short time ago by the W. F. Safford 
Company, Providence, R. I., which 
cuts like a razor because it has 4 
safety razor blade. It was primarilly 
designed for paring potatoes, but it 
can be used to equal advantage on all 
kinds of fruits and vegetables such as 
apples, carrots, parsnips and also for 
slicing potatoes for chips. 





Razkut Parer 


As one blade wears out a new one 
can be bought or the user can replace 
it with one of the discarded blades 
from her husband’s safety razor 
Practically any of the standard safety 
razor blades can be uzed. Moreover 
the blade can be taken out and re 
placed at will. 
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You Can’t Expect “Slidetite” 
Results from Your Garage 
Door Hardware 


the “Slidetite” Trade-Mark 


iq 


| Se 


Every ‘‘Slidetite’’ Garage Door Hanger is furnished 
with a brass label bearing the word “‘Slidetite’’ and trade- 
mark of the Richards-Wilcox Manufacturing Company. 

None genuine without it. 


Be sure that your sliding-folding garage door hardware bears the ‘‘Slidetite’’ 
trade-mark— it’ stands for strength and durability, careful workmanship, accurate 
alignment, smooth operation, economical service, permanent satisfaction. 

Made for any garage doorway, private or public. Embodies more advantages 
for the garage user than any other style of door hardware made. 

We will furnish you leaflets bearing your 
firm name, for counter use and inserting in let- 
ters to your customers and prospective cus- 

tomers; folders showing pictures of actual in- 
i“ stallations; colored display signs; movie slides; 
‘ord street car signs, and ready-to-use advertising 





rich plates for your local newspaper. 

3 a 

‘illy 

: it ; Write for catalog UA-13, which describes 
all “‘ Slidetite’’ and other styles of unexcelled 





Sliding Door Hardware for garages. 
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New Beveled Plate Glass 
Curtain Windows 


The Wm. R. Johnston Manufactur- 
ing Company, 359 East Ohio Street, 
Chicago, Ill., has recently placed on 
the market two new models of bev- 
eled plate glass curtain windows. One 
of the prominent features about the 
Johnston windows is that they are 
unconditionally guaranteed never to 
break, leak, rattle, sag or tear loose 
from the curtain fabric. These cur- 
tain windows are particularly de- 
signed for automobile tops, tents, 
awnings, etc. 




















Beveled Plate Glass Curtain 
Windows 


Johnston 


An additional feature is the sim- 
plicity of installation. All that is 
needed, it is claimed, is a- pair of 
shears, a tack hammer and a sewing 
machine. Complete instructions ac- 
company each window. 

These windows are made in distinc- 
tive shapes and sizes, two of which 
are shown herewith. 


New Explosion Whistle 


Stiles-Gilliland Manufacturing 
Company, St. Louis, Mo., recently per- 
fected a new device known as the 
“Stiles” adjustable explosion whistle. 


New Adjustable Explosion Whistle 





There are 6,789 con- 
cerns in the U. S. 
making some article 
used in the automobile 
trade. There must 
be profit in it. Are 
you getting yours? 











It is a warning signal for passenger 
cars and trucks, that can be adjusted 
to practically any tone. The adjust- 
able feature makes it possible to get 
the tone desired regardless of the com- 
pression of the motor. It is installed 
in place of priming cup, except in 
Ford cars, where it is installed with 
special adapter to be used in comnec- 
tion with regular spark plug. An 
adaptor is furnished with every 
whistle. 

No mechanical work is necessary. 
It operates by a cord attached to the 
dash or steering wheel column, and 
requires no attention, the manufac- 
turers say. 


F. O.S. Plug 


The Tungsten Manufacturing Com- 
pany, Marshalltown, Iowa, recently 
brought out a new type of plug de- 
signed to meet the conditions found 
especially in the front cylinders of 
cars where the cylinders have become 
slightly out of round. There is an 
exceptionally large air space in the 
plug which is not easily filled with 
carbon and oil. The sleeve below the 
thread protects the porcelain from 
the oil splash, and still gives plenty of 
valve clearance. Results of tests 
have shown the manufacturers’ claim 
that this plug will fire much longer 
in an oily cylinder than the regular 


type. 


Double Cylinder Pump 


A relatively new double cylinder 
pump is being manufactured by the 
Banner Accessory Manufacturing 
Company, 2629-33 LaSalle Street, St. 
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Louis, Mo., of which it is claimed that 
it is built. for genuine service and 
durability It is known as the Moon 
N6é:"10 Double Cylinder Pump. The 
specifications are as follows: 
Height, 19% in.; cylinders, % 
in. and 1% in. 20 gage cold rolled 
steel tubing; rods, 5/16 in. cold rolled 
steel; hose, 20 in. cloth-inserted rub:! 
ber; plungers, extra quality oil treat- 
ed leather; adjustable packing nut, 


Sf, 


Double Cylinder Tire Pump 


with chrome-tanned leather packing 
washer; brass check valve, to prevent 
back pressure; brass tire connection; 
handle, natural wood, polished and 
waxed; finish, black baked enamel. 
Will produce over 200 lbs. pressure. 
Packed 50 or 100 pumps to the case. 
Shipping weight, 100 pumps packed in 
bulk, 450 Ibs. Can be furnished in in- 
dividual cartons. 


The Raybestos Attaching Kit 


The Raybestos Company, Bridge- 
port, Conn., is offering to the trade 
an attaching kit for attaching brake 
lining and disc clutch facings. The 
complete kit includes every item and 
tool necessary for attachment work 
of this kind which are packed in 4 
neat compact and durable box. 

Among the tools included in this 
kit are various sized rivets, an anvil, 
hammer, tapered countersink tool, 
various drills and punches, tubular 
rivets and all necessary linings and 
bands. 
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Efficiency 


implies the utilization of 
maximum power with a 
minimum of waste. 


Perfect Combustion 


of gases insures a cleanly 
scavenged cylinder without 
oil or carbon accumulation. 
HEL-FI Spark Plugs will 
insure the above and more. 


Write us or 
your dealer. 


THERE IS A 


JHELFI . 


FOR EVERY MOTOR 


LF1 COMPANY- BELVIDERE ILL USA 


\.-B 
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Notes of the Retail Hardware Trade 


BALDWIN Park, CaL.—A. E. Poush has become manager of the 
McClellan & Larkin hardware store. 

New HaveN, Conn.—John H. Eels has disposed of his interest 
in the Berkshire Hardware Company at 156 North Street to 
Henry C. Pratt, who has been a traveling salesman for the past 
30 years. The firm name will remain unchanged, and will con- 
sist of Selden D. Andrews, Henry C. Pratt and Harold V. Andrews. 

Cuicaco, ILL.—E. H. Rank has sold his building and stock of 
hardware at 9238 Cottage Grove Avenue. 

3LOOMINGTON, IND. teginald B. Stull has bought the hardware 
stock of Foster & Hudelson. The Farmers’ Implement & Hard- 
ware Company is the new name. 

NEWCASTLE, IND.—The Ice Hardware Company 
solved. 

SULLIVAN, IND.—The Miller Hardware & Furniture Company has 
been dissolved. 

ENGLEWoopD, KAN.—A. J. Dryden has bought the interest of his 
father and C. S. Hogue’s interest in the W. C. Dryden Hardware 
Company. He will continue the business under his own name, 
and requests catalogs on electrical vacuum cleaners, washing 
machines, irons, fans, etc. 

New Beprorp, Mass.—Alfred W. DeWolf, a member of the 
firm of DeWolf & Vincent for the past 39 years, has retired. 
Mark T. Vincent and Ward DeWolf are the new members of the 
firm. The concern does both a wholesale and retail business at 
111 William Street. Catalogs requested on bathroom fixtures, 
builders’ hardware, building paper, cutlery, dog collars, heavy 
hardware, mechanics’ tools, prepared roofing, refrigerators and 
shelf hardware. 

ATWATER, MINN.—Holm Bros. request catalogs on the follow- 
ing lines: Automobile accessories, baseball goods, bathroom fix- 
tures, belting and packing, bicycles, builders’ hardware, children’s 
vehicles, churns, cream separators, cutlery, dairy supplies, dog 
collars, dynamite, electrical household specialties, fishing tackle, 
furnaces, furniture department, galvanized and tin sheets, gaso- 
line engines, hammocks and tents, heating stoves, heavy farm im- 
plements, heavy hardware, iron beds, kitchen cabinets, kitchen 
housefurnishings, linoleum, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, plumbing department, poultry 
supplies, pumps, ranges and cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, silverware, sporting goods, tin shop, toys, 
games, wagons, buggies and washing machines, 

BROWERVILLE, MINN.—F. J. Sobota is purchaser of the hardware 
business of Lewis Cizek. The new owner requests catalogs on 
automobile accessories, baseball goods, bathroom fixtures, belting 
and packing, bicycles, buggy whips, builders’ hardware, building 
paper, churns, cutlery, dairy supplies, dynamite, electrical house- 
hold specialties, fishing tackle, furnaces, furniture department, 
galvanized and tin sheets, gasoline engines, hammocks and tents, 
harness, heating stoves, heavy hardware, iron beds, kitchen cab- 
inets, kitchen housefurnishings, linoleum, lubricating oils, paints, 
oils, varnishes and glass, plumbing department, pumps, ranges and 
cook stoves, refrigerators, sewing machines, shelf hardware, silver- 
ware, sporting goods, tin shop, luys, games and washing machines. 

BROWNS VALLEY, MINN.—G. L. Lines has bought the stock of 
J. E. Ferguson. He requests catalogs on the following items: 
Automobile accessories, baseball goods, bathroom fixtures, belting 
and packing, bicycles, buggy whips, builders’ hardware, children’s 
vehicles, churns, cream separators, crockery and glass, cutlery, 
dairy supplies, dog collars, dynamite, electrical household special- 
ties, fishing tackle, furnaces, furniture department, galvanized and 
tin sheets, gasoline engines, hammocks and tents, harness, heating 
stoves, heavy hardware, iron beds, kitchen cabinets, kitchen house- 
furnishings, linoleum, lubricating oils, paints, oils, varnishes and 
glass, plumbing department, poultry supplies, prepared roofing, 
pumps, ranges and cook stoves, refrigerators, sewing machines, 
shelf hardware, silverware, sporting goods, tin shop, to'ys, games, 
wagons, buggies and washing machines. 

HoLLoway, MINN.—The Holloway Hardware Company has com- 
menced business here, handling automobile accessories, baseball 
goods, builders’ hardware, washing machines, mechanics’ tools, etc. 

RENVILLE, MINN.—James Hoagland has sold his hardware store. 
Bartz & Grams, the purchasers, request catalogs on a general line 
of hardware. 

Saranac, Micu.—M. A. Benson has 
to Royal I. Hawley. The business was established 53 years 
ago by Mr. Benson’s father. Mr. Benson was proprietor of the 
business for the past 40 years. 

WINDOoM, MINN.—The Clark Hardware Company has _ suc- 
ceeded to the business of C. Nelson & Co. The new owner re- 
quests catalogs on baseball goods, bathroom fixtures, bicycles, 
builders’ hardware, children’s vehicles, churns, cutlery, dog col- 
lars, dynamite, electrical household specialties, fishing tackle, 
furnaces, galvanized and tin sheets, gasoline engines, heating 
stoves, heavy hardware, kitchen cabinets, kitchen housefurnish- 
ings, mechanics’ tools, plumbing department, ranges and cook 
stoves, refrigerators, sewing machines, shelf hardware, silverware, 
sporting goods, tin shop, toys, games, wagons, buggies and wash- 
ing machines. 

Craic, Mo.—The Dankers hardware 
K. Allen & Son are the purchasers. 

Mexico, Mo.—cC. A. Day has purchased an 
Mexico Hardware & Furniture Company, Ine. R. L. Gooch and 
J. W. Perkins are also partners in the business. The company 
requests catalogs on a general line of hardware and furniture. 

WELLSVILLE, Mo.—The Wellsville Hardware & Implement Com- 
pany has been incorporated with a capital stock of $40,000 
W. G. Martin is president; Frank Everett, vice-president and 
manager, and T. K. Shelby, secretary and treasurer. 

LitTtLe FALus, N. Y.—Burney Brothers have recently suffered 
a fire loss. The damage to the stock amounts to about $25,000. 
They request catalogs and price lists. 

STAPLETON, STATEN ISLAND.—Frank Weber, Jr., and John 
Weber have taken over the hardware business of their father at 


has been dis- 


sold his hardware stock 


stock has been sold. F. 


interest in the 


686 Bay Street, established in 1881. The new owners will con. 
tinue as Frank Weber’s Sons, and request catalogs on automobile 
accessories, belting and packing, builders’ hardware, building 
paper, crockery and glass, cutlery, galvanized and tin sheets, 
heating stoves, heavy hardware, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, plumbing department, poultry 
supplies, prepared roofing, pumps and shelf hardware. 


ATLANTA, NEB.—J. C. Puckett has commenced business here, 
handling a complete stock of hardware. 

CaNnpbo, N. D.—Breidert’s Hardware has bought a hardware 
business here, and is carrying a line of tool cabinets in addition 
to a general line of hardware. 

HETTINGER, N. D.—The Hettinger Hardware Company, whose 
stock was recently destroyed by fire, is purchaser of the stock of 
P. W. Myron & Co. Catalogs requested on the following lines: 
Automobile accessories, bicycles, buggy whips, builders’ hardware, 
churns, cream separators, cutlery, dog collars, dynamite, electrical 
household specialties, fishing tackle, furnaces, furniture depart- 
ment, galvanized and tin sheets, harness, heating stoves, heavy 
hardware, iron beds, kitchen cabinets, kitchen housefurnishings, 
linoleum, lubricating oils, mechanics’ tools, .oil cloth, paints, oils, 
varnishes and glass, pumps, ranges and cook stoves, sewing ma-« 
chines, shelf hardware, silverware, sporting goods and washing 
machines. 

CUYAHOGA FALLS, OH10.—The L. W. Loomis Hardware Company 
has remodeled its store room, which will give considerably more 
room for the handling of stock. A line of automobile accessories 
and fishing tackle has been added. 


LEHIGH, OKLA.—Benjamin Byers has sold his stock to Menton's 
Hardware. 

CoTTaGE GROVE, OrRE.—W. L. Darby & Co. have succeeded to 
the business of the Swengel Hardware Company. 

HAMBURG, Pa.—Wm. D. Raubenhold has taken over the hard< 
ware business formerly conducted by . M. Raubenhold & Sons, 
= will continue it under the name of Raukenhold’s Hardware 
Store. ‘ 

MONESSEN, Pa.—J. S. Harris has bought the hardware store of 
A. C. Bradley, Southport, Conn., and requests catalogs on house- 
furnishings and farm implements. 

NAZARETH, Pa.—F. Messinger has recently opened a store at 
36 Belvidere Street. His stock having been damaged by fire, 
catalogs are requested on cook and gas stoves, plumbers’ mate- 
rial, tinware and tinners’ tools. 


FLORENCE, S. C.—The Gregg-Barringer Hardware Company has 
been incorporated to deal in a general line of hardware, auto- 
mobile accessories, baseball goods, builders’ hardware, mechanics’ 
tools, paints, oils and varnishes, stoves. roofing, sporting goods, 
etc., on which catalogs are requested. The capital stock is $20,000. 

Henry, S. D.—A. L. Skells is purchaser of the stock of R. E. 
Hubbard. He requests catalogs on automobiles, cream separa< 
tors, gasoline engines, heavy farm implements, pumps, threshers, 
tractors, wagons and buggies and windmills. 

NEw UNDERWOOD, S. D.—W. W. Goodrow has recently bought a 
hardware business here. 

MONTPELIER, VT.—E. H. Prouty has bought the 
E. R. Campbell in the Capital Hardware Company. : 

SauK CENTER, MINN.—The O’Gara Hardware Company has dis- 
posed of its stock to the Fuch’s Hardware Company. 

GREENFIELD, Mo.—C. W. Rountree has retired from the hard- 
ware business of Rountree & Hirst. E. L. Hirst & Co. will con- 
tinue the business, and request catalogs on automobile accessories; 
baseball goods, bathroom fixtures, belting and packing, buggy 
whips, builders’ hardware, building paper, children’s vehicles, 
churns, cream separators, cutlery, dairy supplies, dog collars, 
electrical household supplies, fishing tackle, galvanized and tin 
sheets, gasoline engines, hammocks and tents, harness, heating 
stoves, heavy farm implements, heavy hardware, linoleum, lubri- 
cating oils, poultry supplies. prepared roofing, ranges and cook 
stoves, sewing machines. shelf hardware, silverware, sporting 
goods, wagons, buggies and washing machines. 
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Brief News Notes 


The Cinch Fastener Corporation, 1422 Bryan Place, Chi- 
cago, Ill., has purchased a two-story factory, 65x125 ft., at 
the southwest corner of Van Buren and Claremont streets, 
It manufactures automobile curtain fasteners. 


The Knife & Bar Co., Anderson, Ind., will build two one+ 
story additions, 30x70 ft. and 20x20 ft. 

The Zenite Metal Co., 201 North West Street, Indianapo- 
lis, Ind., will erect an additional factory, one story, 200x420 
ft. It manufactures windshields and other automobile 
parts. : 

The Ames Shovel & Tool Co., Boston, Mass., has bought 
a site for a handle factory at New Albany, Ind. It will 
give employment to 100 men. ; 

The Horton Mfg. Co., Fort Wayne, Ind., manufacturer of 
clothes washing machinery, agricultural machinery, etc., has 
had plans prepared for two one- and two-story plants, 
72x225 ft. and 80x240 ft., with extension. J. C. Peters 8 
president. Z 

The Sanitary Bottle Cap & Seal Co., 703 Hillen Street, 
Baltimore, Md., has been incorporated with $100,000 capital 
stock to manufacture bottle caps, seals, etc. The incorpo- 
rators are Paul J., Paul A. and Alphonse J. Hentschel. 








